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Up with the Mark-up 


This the Slogan for Spring and Summer 


By MURRAY C. FRENCH 


able dismay the many exhortations thrown at him 

lately to the effect that “the industry must be 
reorganized,” “we must eliminate the awful wastes in 
distribution,” and so forth. 

Invariably the methods and accomplishments of Henry 
Ford are flaunted before his bedazzled eyes, and he is 
led to believe that the shoe industry is doomed unless 
he immediately devises a machine 
into which he may shovel some 
steers and goats, and out of 
which shall pour finished shoes 
accurately fitted to a happy pub- 
lic. But hark to the sage who 
said : 

“Between the great things we 
cannot do and the small things 
we will not do, the danger is that 
we will do nothing.” 

Even the main dealer on Main 
Street realizes that he cannot re- 
form the industry. He readily 
sees that the most successful 
merchants are those who adapt 
themselves to conditions as they 
actually exist today, not as they 
theoretically should exist; who 
believe that their first duty to the 
industry as a whole is to con- 
duct their own stores at a satis- 
factory profit to themselves. 


r [ average retail merchant reads with consider- 





What constitutes a satisfactory profit? Every mer- 
chant should stiffen up his back bone and shoot at the 
mark of a net profit of 10 per cent on his retail sales. 
This in addition to his salary. 

However, 5 per cent on the retail should be the mini- 
mum expectation. This would mean about 71% per cent 
net profit on the cost of the goods sold, and from 15 
to 25 per cent on the investment, depending on a number 

of other factors, among which 
turnover is far and away the 
most important. 

There is something 
with the fellow who year after 
year nets no more than 6 or 8 
per cent on his investment. He’s 
doing himself no good and is 
making things harder for his 


and for “the in- 


wrong 


competitors 
dustry.” 

It’s a fact that the 
dealer doesn’t get enough for his 
shoes. It is equally true that the 
prime reason he doesn’t get it is 
because he doesn’t ask it. It’s 
not the industry’s fault; it’s his 
own. 

The reason he doesn't: ‘ask 
enough may be ignorance, in not 
knowing his costs properly; it 
may be cowardice, in fearing 
competition too greatly; it may 


averaze 
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be an inferiority complex, in not realizing the position 
he is entitled to occupy in the community. 

But what then is “enough” mark up? In the old days 
33 1/3 per cent on the retail was the standard mark up. 
The war ended that and 40 per cent became the popular 
figure. But in the past few years many of the wisest 
heads in our business have found this to be insufficient 
for women’s shoes. 

Mounting expenses, increasing service and more rapid 
depreciation, as well as 
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in a limited degree, but we can control absolutely the 


original prices that go on our shoes. In pricing’ them 
we are likely to be afraid of only two factors, the cus- 

tomer and the competitor. Let’s see about them: 
The customer is an excellent judge of suitability, style 
and fit, but decidedly ignorant of, and partially indif- 
ferent to, intrinsic value. A shoe costing $6 has just 
as much of those first three qualities at $12 as‘it would 
have at $10. The degree in which it pleases her in 
looks and feel influences her 





greater self respect have 
caused plenty of good mer- 
chants to regard 40 per cent 
as a “mark up of last re- 
sort.” Forty-two per cent 
to 45 per cent is now re- 
garded as necessary and 50 
per cent entirely proper in 
many cases. 

The dealer is all wrong 
who continues to price his 
women’s shoes solely on the 
basis of their cost, ignoring 
the many other features 
that enter into their actual 
value. He buys shoes main- 
ly on a basis of intrinsic 
value, but he sells them on 
an entirely different basis. 

Tearing open the cus- 


They Won’t Pay It If You 
Don’t Ask It 


ANY a merchant, says the 
author, fears to increase his 
asking price because of his compett- 
tor who has shoes of equal intrinsic 
value at perhaps a lower price. But 
tear open the customer's mind, he 
says, and you'll find that women buy 
shoes on the basis of suitability first; 
style second; fit third; and intrinsic 
value, fourth. She leaves your store 
and goes to another, not because she 
can get better intrinsic values there 
but because your competitor’s shoes 
suit her better, because she thinks 
they are styled better or because they 
fit better. The amount of money in- 


decision as to its value far 
more than does the actual 
length of service. 

As one manager puts it, 
“They want ‘IT’ in their 
shoes now, so I price my 
shoes according to the 
degree of ‘IT’ they have, 
referring to the cost only to 
establish a minimum retail 
price below which I will 
not go.” 

What about competitors ? 
When women quote com- 
petitors to you they seldom, 

quote intrinsic 
It’s service, styles, 
“atmosphere” 


if ever, 
values. 

fitting and 
that cause women to buy in 
one place instead of an- 


tomer’s mind we find she 
buys shoes on the basis of 
suitability first, style sec- 
ond, fit third and intrinsic value fourth. The sum total 
of these requirements constitutes the value of the shoe 
to her, and consequently determines how much she will 
pay for it and feel she has received her money’s worth. 

Make no mistake about this. Fit is not the first con- 
sideration in the average woman’s mind. The style must 
be reasonably near what she wants before she will so 
much as let you try it on, even though she has said, 
“T’ll take anything, just so it fits.” In fact those who 
say that are the hardest to suit in style. 

Proper fitting is imperative, but the customer who 
seems married to your store on account of superior fitting 
service will soon get a divorce if you attempt to force 
her to buy “fits” in shoes that are not in accord with 
her ideas of suitability and style. She expects fit; she 
demands style. 

Supplying in an artistic way this demand for suitabil- 
ity and style has lifted us out of the slot-machine-mer- 
chant class and given us the right to demand more than 
a bare living for our services. 

The store whose salesmen really help nar customer 
select the styles most suited to her individual needs is the 
store that can get more than ordinary mark up and yet 
at the same time give more actual value for the money 
from the customer’s standpoint. That’s what counts. 


with it. 


We can contrel our expenses and depreciation only 





volved has comparatively little to do 


other. Not once a year do 
you hear a woman say, 
“This shoe suits me per- 
fectly, but Blank sells just as good shoes for 50 cents 
less, so I'll go there.” 

No, she leaves your store for Blank’s because your 
shoes do not suit her perfectly, or because your atmos- 
phere does not make her feel at ease. Besides, if she 
is a “value hqund” she is just as likely to be wrong as 
right. Fortunately for both, Blank has the same prob- 
lems as yours. 


T must be admitted that in both men’s and children’s 
shoes intrinsic value comes first and fit second, while 
suitability and style bring up the rear. The children’s 
business is getting to be more of a style game, copying 
the women’s in a modified way. 

Basically the whole effort of our nation wide cam- 
paign on men’s shoes is to blast from men’s minds the 
rock ribbed idea that comfort and long service are all 
they need look for in footwear. We’re going to drill 
it into them that suitability and style should come first, 
and in so doing we shall be raising their standard of 
living as well as our own. 

Searching for a definite, specific rule to answer the 
natural question, “How much is ‘enough’ mark up?” 
we find it impossible to devise one that will cover all 
cases exactly. 

‘Here is a rule that will fit some stores quite well but 
[TURN TO PAGE 85, PLEASE] 
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How 


» 


Taritts 


Old Political Machinery 
for New Industrial 


Problems 


ASHINGTON, D. C.—Star cham- 
W:- of the Ways and Means Com- 
mittee. Twenty of the twenty-five 
members of this tribunal of trade seated on 
a raised half circle, mahogany front, with 
carved seal of the United States thereon. 

For a background a red velvet cabinet 
effect with a gold canopy, which permits the 
judges of industry to enter or leave at will, 
and for clerks and messengers to approach. 

The dignity of a court, which it actually 
is, of national and international industry. 

Below the bar a table of evidence, a simple 

desk stand for the witness, a long press table, and a 
room holding 200 men and women. Off to the left the 
displaced oval table of the Ways and Means Committee, 
to be later made the center piece of tariff law making. 

With this picture, impressive and magnificent, comes 
an atmosphere of dignity, reserve and democracy. 

Evidence is divided—two parts voluntary testimony, 
one part inquisition, and over all a semi-serious search 
for facts, punctuated occasionally by caustic wit. The 
judges of industry smoke pipes, cigarettes and cigars, 
and the audience can do likewise. 

Last week in facing this tribunal and taking the first 
step on the road to tariff relation, the shoe and leather 
divisions of this industry spoke their pieces before the 
Ways and Means Committee. 

The items of hides, shoes and leather, now on the free 
list, face a fight to the finish. First the farm bureau 
insists on a duty on hides, and their spokesman goes it 
whole hog, wanting 45 per cent. 

The industry is united in all of its branches for the 
common cause of free hides and free skins. Speaker 
after speaker lent strength to the fundamental claim 
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The seat of Government takes on a reflective 


mood 


for free raw material. The shoe and leather industries 
put up a good case. 

The shoe manufacturers pointed at Czecho-Slovakian 
importations, the tanners sensed a tremendous increase 
of importation of finished leathers, and even the infant 
industry of reptile leather tanning gave voice to its abil 
ity to grow and compete if protected. 

One new point of tariff procedure of particular sig- 
nificance comes out of the shoe and leather hearings. 
The farm bloc theory of “a duty on bananas, even though 
we do not raise a stem, would mean the greater sale of 
domestic fruit,” has at least developed an example of 
similarity in industry, viz.: the braided, hand-made san- 
dal, imported in volume and practically without manu- 
facture in America, is to be checked by tariff—by ad- 
vocates of the theory that in keeping them out the 
American woman will be forced to buy American-made 
slippers and sandals. 

This point of classifying the banana tariff and the 
hand-braided shoe tariff together as new theories of 
protection was seized upon by Representative Garner to 
support the theory of displacement. 
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the Committee of Ways 
and Means of the House 
of Representatives, divisions 
of industry within the shoe 
and leather classifications in- 
dividually presented their 
case for tariff re-adjustment. 
In digest of the various 
briefs submitted we classify 
the following: 
“In opposition to an im- 
port duty on hides and skins, 


ik the hearings before 





Men Who Make First Tariff 


Decision 
COMMITTEE ON WAYS AND MEANS 
House OF REPRESENTATIVES 


SEVENTEENTH CONGRESS, SECOND SESSION 


Wiis C. HAWLEY, Oregon, Chairman 


ALLEN T. TREADWAY, eenacotts. 
Isaac BACHARACH, New Jersey. 
LinpLey H. Hapigy, Washington. 
CHARLES B. TIMBERLAKE, Colorado. 
Henry W. WaTson, Pennsylvania. 
JAMES C. Pg ge Michigan. 
CHARLEs C, KEarns, Ohio. 

Cart R. CHINDBLOM, Illinois. 


Harry A. ESTEP, ‘Penne Ivania. 
C. WILLIAM RAMSBYER, owa. 
FREDERICK M. DAVENPORT, New York. 


This rate of duty is estimated 
merely to cover the difference 
between the cost of labor in this 
country and the cost of labor 
abroad in this particular industry. 

“If a duty is to be imposed 
upon hides and skins and/or 
upon leather, naturally the shoe 
industry should receive additional 
protection to an extent sufficient 
to cover the resulting increase 
in the cost of raw materials 
to the domestic manufacturer. 
Otherwise the foreign manufac- 
turer who enjoys free hides and 
leather will be given a large ad- 
vantage. 

“The duty of 25 per cent is 
needed for the following reasons : 

“The importation of leather 


the National Boot & Shoe 
Manufacturers 
testified : 


lieve it safe to say, the entire’ 

shoe industry in the United Roman 
States is opposed to a duty upon 
hides and calfskins because— 





— , Co ~ ay 
ae AMES LLIER, ssiss' 
Association R CRisr. 7 
j Canew ‘New York. 

Martin, Louisiana. 
Henry T. “slate Illinois. 
“This association and, we be- ae HULL, Tennessee. 

C. DICKINSON, Misso 
L. DouGHTon, North Carolina. t 
HearTsiLt RaGon, Arkansas. shoes increased from 398,929 
CLAYTON F. Moors, Clerk | 


boots and shoes has increased 
Georgia. during the past ten years to a 
very alarming extent. 

“From this table’ it will be 
apparent that from 1923 to 1928 
importations of leather boots and 


to 2,616,884 pairs, or 655 per cent. 
“During the same period the 
value of these importations in- 





(1) “Such a duty will be a 
serious handicap to the shoe in- 
dustry. 

(2) “It will increase the cost of living to every person in the 
United States. 

(3) “It will result in no material gain or advantage to the 
farmers of the United States, whom it is intended io benefit. 

“An import duty on hides and skins will increase the cost of 
living to all our people. 

“If the cost of leather is increased by reason of an import 
duty on hides, and if the cost of shoes to the consumer is con- 
sequently increased on the average to the extent of 30 cents 
per pair, the people of the United States are going to pay each 
year for their shoes 90 to 100 million dollars in excess of what 
they have been paying under free hides. In addition, the duty 
will be reflected in the cost of every other article made of leather. 

“The following is probably a very conservative estimate of 
the cost of a duty of 15 per cent on hides to the people of the 
United States: 

“Shoes: The e of the United States will pay 
at least cents per pair additional for about 
300,000,000 pairs of shoes purchased each year, 
or, say 

“Other Articles of Leather: The people will pay, 
say, 15 per cent at the lowest estimate, additional. 
for saddlery and harness leather ($30,000,000), 
trunks, suit cases and pe leather 
gloves and mittens : 000) , SS ema es-wes 


purses, etc. sun ton any 
products ( ey 15 per cent of 
$200, 


$90,000,000 


$120,000,000 


“The Government will get, hag 54 age — 
upon hides imported in to value o 
$63,694,386” 9,554,157 


The National Boot and Shoe Manufacturers Associa- 
tion submitted brief in favor of an import duty on leather 
boots and shoes as follows: 


Se Oe ee tee Set, ate oh a 
cent on leather boots other leather footwear 


creased from $1,246,178 to 
$8,254,224, or 562 per cent. 

“The principal increase has been in women’s shoes. From 
1923 to 1928, while importations of shoes for men and boys 
increased 91 per cent, and of children’s shoes 162 per cent, 
importations of women’s shoes increased from 115,119 pairs 
to 2,018,269 pairs, or 1653 per cent. The number of women’s 
shoes imported, therefore, increased more than sixteen times. 
In value, such imports grew from $527,384 to $5,829,406, or 
over 1000 per cent. 

“This rate of increase is in itself sufficiently alarming, but 
in all probability it has only begun. From 1926 to 1927 the im- 
portation of leather shoes for women increased 102 per cent, 
and from 1927 to 1928, 105 per cent. 

“The American shoe manufacturer must look increasingly 
to the home market for his outlet. Exports of leather boots 
and shoes have been slowly but steadily declining. Between 
1923 and 1928 they declined 41 per cent, and between 1927 and 
1928 alone they fell off 21 per cent. 

“An import duty will not increase the price of domestic shoes 
to the consumer. Undoubtedly the product of Czechoslovakian 
factories can undersell the American manufacturer. However, 
whether or not such competition existed, the consumer in this 
country would be assured that he would pay for the domestic 
product the lowest competitive figure. This is the logical and 
inevitable result of the fact that the competition among shoe 
manufacturers of the United States is as keen as that in any 
department of industry, and that’ the capacity of our domestic 
factories so considerably exceeds the requirements of the market.” 


The Calf Tanners’ Association in their brief 
stated: 

“There are about 25 firms in this country engaged 
in the production of calf leather and the value of the 
annual production, if the industry were running at ca- 
pacity, would exceed $40,000,000 per annum. In terms 
of quantity, according to Commerce Department figures, 
in 1928 the industry produced 131,128,296 square feet 
of calf and kip leather which is less than two-thirds of 
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its capacity. This is due to heavy importation of upper 
and lining stock which has increased from 8,418,808 
square feet in 1923 to about 54,000,000 square feet in 
1928. Finished calfskin leather is used in large measure 
for uppers for men’s shoes and in the stouter shoes for 
women and children. 

“In order to save our industry from the ruinous com- 
petition of European and Canadian leather manufac- 
turers, we respectfully request that paragraph 1431 of 
the present tariff law be amended so as to include calf 
and kip shoe upper and lining leather. There is now a 
duty of 20 per cent ad valorem on all other kinds of 
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provided that such leather cut into soles, counters, strips, 
taps, blocks or other forms suitable for conversion into 
manufactured articles shall pay a duty of five per centum 
at valorem in addition to the duty imposed by this 
paragraph on leather ofthe same character as that from 
which cut.” 

The rates of duty referred to above assume that cattle 
hides continue on the free list. 

This industry favors American valuation. 
in favor of the continuance of the flexible tariff with 
such amendments as will make its application more 
speedy and certain. 


It also is 


calf and kip leather and we 
earnestly request that this same 
rate be extended to our own 
product on the basis of Ameri- 
can valuation.” 

The manufacturers of goat 
and kid leather, representing a 
branch of the industry that has 
an investment of $75,000,000, 
and which imports all its raw 
material, asked for a continua- 
tion of goat and kidskins on the 
free list and in closing their 
brief stated: 

“If American labor in the 
goat and kid leather industry 
and the industry itself, is to 
participate in the principles of 
American protection to labor 
and its industries, we feel an 
import duty of 20 per cent 
should be granted on all leath- 
ers made from _ goat, kid, 





WHAT’S WANTED FROM 
WASHINGTON 


Free Hides: Shoe Duty 25%. 
by National Boot & Shoe Manufac- 
turers’ Association. 

Free Skins: Calf and kip leather 20%. 
by Calf Skin Tanners’ Association. 

Free Hides: Cattle hide upper leather 
20%. 
by Cattle Hide Upper Leather Tan- 
ners. 

Free Kidskin: 
leather 20%. 
by Kid and Goatskin Tanners. 

Free Hides: Sole and belting leather 
10%. 
by Sole and Belting Leather Tan- 
ners. 

Free Raw Stock: Harness and raw 
leather 20%. 
by Harness and Specialty Leather 
Tanners. 

Free Snakes: Reptile leathers 20 to 30%. 
by Reptile Leather Tanners. 

Free India Tanned: Fancy leather 20%. 
by Domestic Fancy, Strap and Bag 
Leather Tanners. 


Kid, goat and sheep 


The Reptile Leather Tan- 
ners asked for free raw mate- 
rials and a duty of at least 20 
per cent on the importation of 
finished reptiles, snakes, alli- 
gators, etc. 

The Domestic Fancy Leather 
Tanners request the free entry 
of India tanned leather, which 
are regarded by the Fancy 
Leather Tanner as raw material, 
for it is a skin preserved by 
native East Indian processes. 
The Fancy Leather Tanners of 
the United States then peti- 
tioned : 

“Tt is respectfully urged by 
the tanners of fancy, bag, case 
and strap leathers that the pro- 
tection of 20 per cent now 
afforded under the tariff act of 
1922 be continued; it is also 
requested that the paragraph, 


cabretta or hair sheep skins.” 


so far as it concerns our leath- 





._ The Cattle Hide Upper 
Leather Tanners of the United States believe that the 
best interests of agriculture would be promoted if the 
free market were maintained for cattle hides and that 
any tariff on cattle hides would cripple one of -the oldest 
industries in this country. 

On the other hand, the Cattle Hide Upper Leather tan- 
ning industry filed a brief requesting the transference 
of cattle hide upper leather from the free list to the 
dutiable list, and asked that a duty of 20 per cent ad 
valorem be placed on this product. 

Similar briefs filed by the Sole and Leather Belting 
Tanners asking for a continuance of the free list classi- 
fication on the import of hides. The tariff schedule 
relating to Sole and Leather Belting is as follows: 

“Rough or curried butts, or butt bends, or bends, or 
backs, or shoulders, or bellies or heads, or offal of any 
kind, rough or finished, made from hides of the bovine 
species, sole, band or belting leather tanned or tanned 
and dressed, or leather curried or stretched or otherwise 
partially prepared for belting, 10 per centum ad valorem ; 


ers be rephrased in order to 
more clearly define these leathers and avoid further con- 
fusion in properly classifying our product at ports of 
entry.” 

The New England Shoe and Leather Association 
asked for free hides and a duty on shoes, for the prin- 
ciple reason “that the boot and shoe industry is today 
practically the only major competitive industry in the 
United States which enjoys no tariff protection what- 
soever.” This association also urges “the moving of 
leather from the dutiable to the free list.” 

The Lynn and Philadelphia and Brooklyn shoe manu- 
facturers ask a duty on shoes, not so much because of 
the volume of recent foreign competition, but the future 
potentialities of tremendous competition. 

The information collected by the committee at these 
hearings will serve as the basis for a first draft of 
schedules which will be submitted to the House and the 
Senate to encounter a bombardment of oratory. Changes 
and compromises are made before the bill is finally 
passed for Presidential signature. 
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Getting More Shoes Sold Righi - 
Public Relations Next 


RE there silences within the shoe and leather trades 
which prevent the presentation of facts to the public 
through the news columns? 

Are shoes so common that they are no longer news, 
except in photographs? 

Are there topics of public interest in shoes making it 
possible for newspaper copy to reflect the spirit of the 
shoe and leather industry ? 

We think not. But what are we led to believe when 
misunderstanding is so widespread? When intelligent 
and capable Congressmen make the statement over and 
over again, “The shoe industry seems to be very active 
and prosperous.” The labor figures from the Labor 
Department show that factories were operating 98% 
per cent in October, 1928. What are the inferences? 

That statement had to go unchallenged for lack of 
the time in telling. A peak production in one factory or 
district at one time of the year is no index of the con- 
dition of industry the year over. 

Congressman after Congressman showed, by state- 
ments made, how little they actually know about the 
shoe industry. One Congressman was even skeptical 
of the statement that the shoe industry was next to the 
lowest profit maker of all of the major industries in 
Annerica. 

If Congressmen have the opinion that shoes are high 
in price, and that high profits and high production con- 
tinue in shoes, what can we expect of general public 
opinion on the condition of the shoe industry ? 

The shoe industry has no group of friends in the halls 
of Congress to work in its behalf. Neither has it a 
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background of friendship with the public to help it 
present its case and its merchandise fairly and squarely 
before public opinion, which makes both price and mer- 
chandise acceptable. 

Naturally there is no machinery as yet within the 
industry for the work of public relations. Other indus- 
tries have developed, through the institute plan, such 
useful organizations based on fact and expressed through 
news-opinion. 

If for ten years a steady and constant happy rela- 
tionship between branches of the trade had been used as 
a means of increasing public understanding of shoes and 
leather, production and distribution, the situation would 
be much brighter today. 

When it comes to the tariff and its ultimate influence 
on shoe prices, is this industry to face a public unpre- 
pared for higher prices and resistant of them to the 
extent of withholding purchases? There is a great need 
for individual, as well as general, activity in news and 
education within the store and to the public at large. 
News influence has made the public purse so receptive 
to other commodities. There can be a similar receptivity 
toward shoes and their values if a new appreciation is 
obtained through the public press. 


A Shortage of Shoes 


RE “wanted” shoe stocks running too close to the 
shelves? Reports from many sections of the coun- 


try show that many merchants have from 25 to 35 per 


cent less shoes on the shelves than a year ago. This 
applies to styleful “wanted” shoes that have easy selling 
features of color, style or fit. 

We will always have old shoes with us tucked away 
in the basement and kept on the record books, but 
rarely moved. The shoes, however, that can and will 
sell in the next two months are not as many in number 
of pairs as are needed. 

The way to test whether or not you have adequate 
stocks of shoes is to examine the lost sales slips. The 
lost sales slip shows shoes that are wanted, as well as 
sizes that are missed and color selections that have not 
been made. 

It was obvious that delays in production in January 
will develop a shortage of shoes on the shelves for public 
selection in March. Study what you will need in April, 
May and June, and you will find that you can remedy 
the error of shortage of shoes pre-Easter. 

The best three months of the season are ahead. Make 
the most of them. 


Fixed Price Problem 


F at Washington there is a determination to give the 
farmer what he wants, and if an hide tariff goes into 
effect, rest assured that the items of increased cost can- 
not be absorbed in production and distribution economies. 
The shoe industry has saved and scrimped until it can 
do no more. The next increase in cost (if made by this 
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tariff) will be passed on to the public, and it’s a size- 
able bill—away up in the millions—for everyone uses 
leather in one form or another. 

Its immediate effect will be very significant. Those 
stores with fixed prices, four, five and six dollars, will 
be forced to change store fronts and advertising policies, 
if they must continue to hold to price levels. 

It has been proven an economic fact that a tariff on a 
raw material of the great amount necessarily needed to 
be imported has the automatic effect of raising the price 
of all the domestic hide raw-stock. This cost pyramids 
itself all along the line so that it becomes very serious 
at the fitting stool. The increase in hide cost alone has 
been determined by one expert as being the equal of 
thirty cents a pair across the production totals of the 
country. There are dozens of other articles in which 
the use of this leather must also automatically increase 
the price at retail. 

On the other hand, experts have said that because of 
the intensely competitive situation in manufacturing and 
at retail, a duty that shuts out finished shoes does not 
raise the price at retail. The amount of present imports 
is not sufficient (in the balances of economic weights ) 
to influence finished shoe prices, for in cutting them off 
the increase of domestic business isn’t sufficient to de- 
velop a seller’s market. 

We are always in a buyer’s market on finished shoes, 
Whereas with a tariff on hides there is automatically de- 
veloped a seller’s market on raw material. 

The first stores to feel this increase in price of shoes 
made by legislative order will be those stores with fixed 
price habits, built up by 
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the one great reason for the continuance of the 
independent merchant is his service to the public. When 
a customer must have the right shoe in the right fit- 
ting, he or she must go to a shoe store that knows how. 

The chain store that worships turnover and speed 
of the sale is handicapped in this one division alone. It 
cannot carry the stock, nor give the time, nor hire the 
experts to fit feet that have troubles. It frankly goes 
after the business easiest to obtain. 

The greatest shoe style store on Fifth Avenue finally 
comes to the conviction that it must have orthopedic 
types of shoes—showing that there is evidence that in 
stores where style is first the corrective shoe must enter 
by reason of the very condition of modern human feet. 


Thumbs Down 


HE shoe and leather industry needs to watch the 
Farm Federation and the tactics of farm _ bloc. 
Absolute amazement of representatives of the shoe and 
leather industry was manifested when they listened to 
Chester Gray, Washington representative for the Ameri- 
can Farm Bureau Federation asking for a “specific rate 
on cattle hides, kid skins and calf skins, with a minimum 
of 45 per cent ad valorem.” 

The mere fact that in the same brief he asked for 
a duty of 75 cents a bunch on bananas was most inter- 
esting. 

The items read: ‘“Importations of bananas reach 
60,000,000 bunches annually, and these compete directly 
with every fruit and berry produced by the American 

farmer.” 


He then goes on to 





great expenditures of 
advertising money, and 
their problem will in- 
deed be a serious one. 


Expertence 


Gets Profit 


HE centerpiece of 


every independent 
shoe store is now the fit- 
ting stool. A year ago it 
was the window. Shoes 
were then fitted eye first, 
purse second and price 
third. Now we see a 
line-up where it is foot 
first, eye second and 
price third. 

The independent store 
having one asset above 
all else—that of experi- 
ence and understanding 
of fitting values—finds 
that in correct and cor- 





The Hosiery Section 
Pass It On 


q The Hosiery Section of the Boot AND SHOE 
Recorver, which appears as a separate section 
of this issue, has been planned specifically to 
help your Hosiery Department manager to mer- 
chandise his stock at a maximum profit. 


It will be of very material assistance to him 
(or her) if you see to it that this attractive 


section is put in his hands for careful study. 


{The Boot ann SHoe Recorper has always 
been noted for the practical assistance it has 
given its subscribers in buying and selling shoes. 
The Hosiery Section is no less practical in the 
help it gives in buying and selling hosiery. 


Q Be sure, therefore, that the Hosiery Section 
finds its way to your Hosiery Department. 


say, “Farmers do not 
subscribe to the 
ment that a duty on hides 
will be of no benefit to 
them. The by-products 
of the meat industry, 
such as hides, hair, horns 
and tankage, constitute 
a very valuable portion 
of the animal carcass. 
If these by-products can 
be sold to better advan- 
tage competition of one 
sort or another will re- 
guire the purchasers of 
our meat animals to re- 
fect the advantage 
secured on the by- 
products in the price 
given the producer for 
his animal on the hoof.” 

We hope that the 
American public will put 
the sign, “Thumbs 
Down,” on both proposi- 
tions. 


argu- 








rective types of shoes 
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F the winter summerlands mean anything 
—if Miami Beach and Palm Beach mean 
anything, as sources of Northern sum- 

mer fashions, then the summer of 1929 in 
the North will be white—white hats, white 
dresses and gowns and white footwear. I 
don’t believe there is one woman south of 
Jacksonville on the entire peninsula whose 
wardrobe is under 75 per cent white. Morn- 
ing, noon and night—golf, tennis, beach, 
luncheon (very few have breakfast) tea, 
dinner—white. 

It is astonishing to see the workout of 
fashion on this “sun tan” thing. Many 
women deliberately set out to let nature do 
the work and, believe me, some of those 
blondes will pay heavily with lost sleep for 
their ardor. But “tan” they must, and the 
less hardy ones are getting it at the cosmetic 
counters. I suspect it is quite an art to put 
it on. Some of the results are works of art, 
but many—'nuff said. However, the Ameri- 
can lady learns swiftly, so the cruder re- 
sults will gradually disappear. 


DON’T know whether the white is the 

chicken and the tan the egg, or t’other 
way round, but, they certainly go well to- 
gether. Even those ladies that evidently 
never see much of the sun look healthy. 
They flock to white for emphasis of the tan, 
be they the Colonel’s lady or Judy O’Grady. 

The fashion is sound and the basis of it 
is healthy. It is sound because it runs hand 
in glove with the new note of the slim 
athletic women. It is healthy because there 
is, to my mind, no better remedy for fash- 
ionable and ordinary ills than the sun. Our 
ladies can frankly throw away their sun 
bonnets and let Old Sol do his stuff. The 
majority of women will be all the better 
for this sun tan thing because most of them 
can and will get it naturally. 

As a matter of merchandising, the fashion 
for white is sound—less detail of produc- 
tion and sale, faster turnover and more 
profit all along the line. A large element 
of cost—color risk—is eliminated to a high 
degree. There remains for the shoe trade 


And the author predicts that Main Street will take to 


whites just as strongly as have women of fashion in 
the Southland in the North to recognize the demand be- 
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Summe 


As the Natural Complement of Sun Tan 
It Has Proven Overwhelmingly 
Popular in the South 


fore it hits. Certainly as to white kid footwear the old 
thoughts concerning July slaughter sales must be wiped 
away. Surely nothing must be left undone to convince 
retail shoe merchants that white kid will be a fashion 
demand all of June, July, August and September. The 
big rush will be in late June and early July. And cer- 
tainly production of white footwear must for this season 
not be left to a matter of filling in short production or a 
last minute rush. Then as sun tanned arms and legs 
come in with the season, there will be the new and 
repeat sales to take care of. Certainly manufacturers 
should not be afraid of late orders. And, most assuredly, 
retail merchants must make up their minds to ride w‘th 
white and to look at their problem as frankly, keeniy 
and as early as they were forced to do on the early 
spring colors. 

From the leather angle, white kid is cheap when com- 


ES ate it gy x 


ee a 


SS got Bee 


The fashion of white is sound because it goes hand 
in glove with the new note of the athletic woman 
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Special Style Report from 
Coral Gables, Fla. 


A PORE « 


ee ORE TS 


“I don't believe,” says the author of this article, 
“there is one woman south of Jacksonville whose 
wardrobe is under 75 per cent white.” 


pared with color prices for equivalent selections. But 
let everyone hold out ’til the last minute on white and 
we shall have a price situation worse than any we have 
experienced on colors that have been in great demand. 
Tanners of white kid are few and their production is 
aimed at a normal demand. This impending heavily in- 
creased demand for white kid can be met but I would 
rather see it met by preparation of volume and with well 
made leather, than to meet it by a last minute price 
advancing rush and consequent illy produced leather. 


O get back to this white fashion—I have looked at 

it from many angles and from all sides—it looks 
good to me. I can hear, already, the argument—"Sure, 
whites are all right on the beaches, and for the rich at 
their winter play and under a tropical sun, but what 
about ‘Main Street’ ?” 

I see the answer clearly. 

From the angle of economics, do you think ‘Main 
Street” will run away from a fashion to which it can 
lend itself and be nothing out of pocket? Those white 
dresses and coatings tub beautifully—anyone can wash 

[TURN TO PAGE 85, PLEASE] 
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Definite Trends of Style for a Full 
Season Ahead 


By MADAME HAMILTON JEFFRIES 


Smocked sandals, with laces tied at different angles— 


a brand new style. 


Black patent and mat kid ties and straps selling well, 


and will increase. 
oe be 


Red and white and green and white effects good. 
e¢ ¢ 

Red kids in one-strap and ties, also pumps. 
e¢ 


Snake ties and straps, in medium heel—the snakeskin 
blended and matched, in pumps, one-straps and sandal 


types. 
- 


All blue kids selling well, and will increase, especially 


the medium blues. 
e 2 


Plain crepe leads the fabrics in light colors, but not in 


white. 
ee ¢ 


The rounder toe seems to be forcing itself into favor. 
oe ¢ 


Madonna blue kid one-straps and ties. Madonna blue 
is described as a “fair skies” blue. Also “141” kid. 


March 2, 1929 


Buy- Winds 
of “Fashion 


Pink kid, one eyelet ties, with exaggerated bow of 


ribbon. 
* 7 


Gray beige, Java lizard and bronze gun metal kid for 
high style lines. 
ee ¢ 


Lido sand has been accepted by the South for volume 
selling. 
ee @ 


Yellow kid with white trims seemed less popular than 
the light pinks and blues. Yellow is being shown in 
certain flapper lines. 

¢ 


Lacquered lizard is very important in bench-made lines 
and distinctive footwear. 


oe @¢ 


Pidgeon gray is featured by the bench-made lines, 
while silver wing is used for the popular lines. 


¢ 


Snake and lizard combinations sometimes with brown 
trims are shown in the ten dollar and up grades. 


e¢ ¢ 


Because of the important place which blue has taken 
in the style picture, the blue shoe must be seriously 
thought about. 

e¢ ¢ 


Straw hats featuring lightness are volume sellers for 
millinery this season. _Therefore, the airy type foot- 
wear is very important. 


e¢ ¢ 


Moroka, a new straw-like fabric, is shown in highly 
colored footwear. 
ee ¢ 


The theme of dark brown and brown checks is steadily 
creeping into the high style dress picture. Color 375, 
dark brown, is being sampled and styled by the leaders 
in high-class footwear to complement this mode. 





Summer footwear 
"ty eh £& S 


NE season of the year when style is truly national, and 

when every section is interested in the same type of 

shoes—summer. Hot summer has a style feeling all 
its own. It is the greatest season of footwear expression for 
both women and men. It promises this year to be the longest 
season on record. 

Less than a month away is Easter, and then come the full 
selling months of April, May and June. This year promises 
a new season of July, August and September—the hot 
months of the year. Whites, pastel colors and sandals and 
the greatest sports color season ever for women. For men, two 
tone and combination shoes, greater in number than ever 
before, because men’s footwear now is a definite index of 
sports. Whatever the rest of the clothes, the shoes must be 
expressive. 
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The new front strap in pure white, piped 
im color with original heel and back 







SPEED LINES IN SPORTS WEAR 







N spectator sports, which means that the event and the 
weather bring out a feminine interest in colorful 
attire, expect to find front straps and open shanks. The 
increase of feminine fashion in dress, as against the 
masculine and sports trend, increases the demand for this 
feminine type of footwear. 

In this division shoes should be priced with a view to 
the fashion appeal and the higher the better. A diversity 
of colors, and a new liberty of pattern come in these 
novelty shoes this summer. 


















Lido sand shoe of white 
water snake in a decidedly 
new angle pattern 











Natural beige with lizard Patent leather with tiger 






quarter trimmings. Note snake front strap and 
loop and pierced end motif trimming 
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Lido sand one strap with tucked-in leather 
patches in three colors in different materials 


STRAPS WITH DEFINITE DESIGN 


EFINITE and distinct patterns that have a meaning 

to their design and workmanship come into the 

style picture for summer. Once a strap was simply a 

means of adjustment and fitting control. Now straps 

are designed to convey a motif of fashion, as these four 
patterns clearly illustrate. 

There is a definite place this season for sun, sun-burn, 
sun-tan and Lido sand, all off-shades. from the previously 
known champagne. They serve as foundations for de- 
signs that carry contrasting material or color. 


Lido sand with water snake 

heel and trimming in a 

waist high one strap for 
summer 


Dark, rich brown in an in- A red kid shoe with a black 
volved pattern in a sports serpentine trimming and 
one strap small patches of lizard 


[67] 
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High riding pump effect, patent and water snake 


NEW DESIGNS IN PUMP TYPES 


HE simple Regent or opera pump is a classic. In 

mid-summer, however, there is an opportunity for a 
little more design and detail in the pump. It is possible 
to ride pumps higher on the throat to get the effect of a 
gore control, with or without the elastic. 

We show on this page a rather ambitious pump last 
that has come up to the waist line to give an open shank 
effect forward on the foot. The other three types are 
more perfectly within the pump family classification and 


A blue pump with blue show the simple diversity of pattern and material pos- 


lizard heel and trimming, sible this season. 
with asymmetric side effect 


The fabric pump as a novel- Mat kid for pump simplic- 
ty in summer—-colorful as ity with a double eye open- 
well ing at the throat 
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Sun tan shades leading for summer with contrast in brown lizard and calf 


OXFORD EFFECTS FOR SUMMER 


ROM the standard oxford to the open punched ox- 
ford, termed “barefoot” is a matter of holes rather 
than change of pattern. To give something newer in 
style than woven basket weave, the newest of oxfords are 
punched full of holes. 
A new field of fancy footwear has been opened in the 
development of unlined summer oxfords, exceedingly 
light in weight, and having glove fitting uppers. This 
summer oxford movement is one toward style and smart- Sabot oxford, heel and 
ness, rather than comfort and utility. quarter in champagne, 
vamp in olive green 


Patent leather oxford with Sports type three bar, white 
luster kid trimmings in and tan oxford for summer 
beige and lizard wear 
[69] 
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~Men Ready # Accept 
Light-weights 





New tricks in stitching will be 
seen this summer on light-weight 
shoes—now generally accepted by 
the men of the country. In this 
shoe, the divergence of the lines of 
stitching as they approach the 
vamp line and the heel, is a note- 
worthy feature. Medium tan or 
black 











The French toe, the medium round 
and the near custom seem to be the 
best for use on summer-weight 
shoes. Pinking and perforating do 
not play as large a part—the orna- 
mentation being confined almost 
entirely to stitching. This pattern 
shows two parallel rows of double 
stitching on the tip 





For the conservatively well dressed 
man, this is an ideal summer 
weight shoe—shown here in 
smooth black calf with all leather 
heel and blind eyelets. Also good 
in kidskin. Small perforations on 
the tip, and a row of stitching 
paralleling the eyelet row consti- 
tute its only ornamentation 
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Black and White Rules - 
the Favorite 


Shoes like these are for so-called 
country club wear with knickers or 
flannel trousers. They come in 
brown and white, in black and 
white and, in some cases, in brown 
suede with brown calf tip, lace stay 
and quarter. Pérforations and pink- 
ing will distinguish the sport shoe 
from the dress shoe this summer 


The dressy golfer, two times out 
of three, will buy this shoe in black 
and white—with spiked sole or 
with some of the many good 
rubber or composition sport soles 
on the market. If built for golf it 
usually carries a heavier sole than 
if designed for dress-sport wear. 
Shoes of this kind can stand almost 
any quantity of pinking and per- 
forating 


Two tones of brown, introducing 
the use of suede leather in shoes 
for golfers or for those who only 
dress the part. It carries the 
universally popular wing tip—the 
pattern being much the same as 
that of the black and white shoe 
shown above with the omission of 
the vamp foxing with its heavy 
perforations 
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Light-weights 
on the Map 


FTER some two or three years of experimentation, the men of America are 

A ready to accept light weight shoes for summer wear. And, strange as it 

may seem to the disciples of fashion, they are accepting them, not because 

they are stylish, but because they are comfortable—because shoe manufacturers 

are now, for the first time in the history of the industry, making light-weight 
shoes which are really light and which require practically no breaking in. 

In the subconscious mind of every man there lurks the desire to be so wealthy 
that he doesn’t have to care what he looks like. It isn’t that he doesn’t want to 
look his best but he has been educated to believe that there can be no comfort 
expected from a new suit, a new hat and new shoes. All have to be broken in. 
Even new shirts do not feel right until they have been laundered once or twice 
which, in the fewest possible words, is why men do not buy more clothing. 

And, also in the fewest possible words, it is why they took to light-weight shoes 
to some extent last summer and will take to them even more avidly this summer. 
Soles are more flexible and, of course, lighter. Better fitting lasts are being em- 
ployed. Lighter weight calfskin is used in the uppers. Kidskin has its place. And 
at least one manufacturer of high grade footwear is insisting that very piece of 
leather which goes into his shoes be flexed to its maximum degree of pliability 
before becoming a part of the shoe. 

With this lightness and refinement in lasts comes a refinement in ornamentation. 
Stitching takes the place of pinking. Perforations if any, are small and incon- 
spicuous. Medium tans and even browns replace the yellowish tans of former 
seasons. 


Ornamentation Runs Riot in Sport Shoes for 


The Well Dressed Man 


No such simplicity of pattern as that found in summer-weight shoes, however, 
is evident in footwear of the sports type. Heavier pinking than ever, larger 
perforations (and some of these of curious shapes), every known kind of foxing 
—these are the chief characteristics of shoes which will be seen on the golf 
courses of the nation this summer—at the shore—in the mountains. The para- 
mount pattern will be the wing tip. The favorite color combination, in two- 
tone shoes, will be black and white. 

Every man ought to buy three pairs of sport shoes. Most of them won't, but 
the retail merchant can at least show them in groups of three and, in some cases, 
at least, it will “take.” The three to be shown will include a pair of golf shoes 
for general golf wear; a second pair for dress up golf wear, and a third pair for 
informal dress wear with flannel trousers—country club verandah affairs and 
the like. 

A good combination, in many cases, will be an all-over brown or tan shoe 
with soft toe and golf sole; a pair of black and white wing tipped golf shoes: 
and a pair of brown and white shoes with light leather sole and all leather heel 
Rubber or composition soling can always be used instead of leather and spikes 
if your trade prefers them. 


[72] 
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All ‘Ready for That 


pring 


(4) pening 


Warm Weather Will Start the Demand—Well 
Planned Effort Will Make It Grow 


By W. A. CONNELL 


shed their winter coat; that is the time feet 

become restless—when they experience an im- 
pulse to break out from their old coverings. This may 
occur in a day. One must be ready. That is the time 
to sell new spring shoes, time-honored customs to the 
contrary notwithstanding. 


W ex the sun shines warm and the pavements 


season. Spring is the time to develop new selling plans 

for that is the time when wearers are scanning every 

news sheet and ever window for styles and values. 

Whatever one does there is sure to be some reaction to 

it, for it will have sufficient attention to prove itself. In 

the spring time purses open wider and wider even as 
the buds. 





A delivery date based on 
the arrival of Easter is 
arbitrary as the lighting of 
the furnace on the 15th of 
October this year because 
last year there happened to 
be a snow flurry on that 
date. 

The point is be ready 
‘early to fill those first 
fresh, spirited demands for 
new shoes. And it is a 
fact that early means a lot 
earlier for one merchant 
than for another, all de- 





NG LOpr, 
“Sees Shoes 


Mon ~~ Women 


In Fig. A we have the 
caption, “Spring Opening.” 
This seems general in the 
light of what has gone be- 
fore, but there is a reason 
for this. Perhaps one is 
not prepared to step too 
far off the path of conven- 
tionalism. If for years, 
people have been accus- 
tomed to Spring Openings 
it may be considered by the 
merchant who looks to 
adopt the original ideas and 
layouts shown here that it 
is too much to buck against 





NG 





pending upon the geo- 








well-established _ practices. 





graphic location. The big 








But use this general layout 





Spring Opening has re- 





scheme. Use it in space 








solved itself into a series 





two columns wide and six 





of openings, each one as 








or eight inches deep. but 





big as the merchant will 








concentrate in the showing 








make it by proper planning 
beforehand. 

If the new year is placed 
on the calendar as January 
first what matters that to 
the shoe merchant, except- 
ing insofar as income tax 
returns and clearing out 








>. 6=>. 9 7 


YOUR NAME 
ADDRESS 


of the merchandise. Take 
two styles, one a man’s and 
the other a woman’s, and 
get the cuts into the ad as 
big as possible. Even four 
cuts of styles would be 
good, but center interest on 











old merchandise is con- 
ceined? Spring is the new 


Figure A 
Designed to interest both men and women 


these styles. Do not give a 
person to understand, by 
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the feeling conveyed in the advertisement, that at your 
store every conceivable style on the face of the globe 
may be procured. This is easy to suggest, but too hard 
to carry owt. Besides it gives the shopper an erroneous 
idea of what can be expected of the individual shoe 
store. To demonstrate the point involved the following 
copy to be used in this advertisement is given: 

“Spring Opening—This season the ensemble is more 
the style factor than ever. The thing you wear is ideally 
adapted to your type and to the other articles of apparel 
which complete your costume. We have 100 pairs of the 
shoes shown here—newest spring arrivals—the very 
first. Ina city of 50,000 only 100 women will have shoes 
like these. Think what that means in distinction. You 
almost surely will never see this shoe on another woman. 
And the same applies almost equally to the men’s shoe. 

“That is our great thought this season. A new and 
different brilliantly outstanding style for every three days 
of early spring. Of course we have other numbers— 
plenty to assure a fitting in the modern mode—but these 
shown are our leaders in every sense.” 

That copy has a definiteness that women will see the 
point in. Then if those styles are the only one shown in 
the windows at the time the advertising is run one will 
have concentrated every prospective buyers’ attention 
on them and out they’ go in three days to be replaced 
by others on whom the same concentration may be 
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Figure B 
In which can be shown several of your smartest styles 
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Spring Open ing - 








Street 
Town 
[Resse Styles for the Well-dressed Woman» 














Figure C 


The break in the type leads the eye from the figure of 
the woman right to the shoes 


exercised. For constantly new interest throughout the 
selling season pick leaders. Simplify selling by con- 
centration. ; 

For Figure B in which the caption, “Turn Your 
Spring Steps Toward Blank’s for Smartest Spring 
Shoes,” appears there is another thought expressed. In 
this the idea of popularity of one’s store is suggested to 
the reader in the picturing of women going into the 
store. This same cut can be used in a series of adver- 
tisements with but a change of the caption, both in the 
wording and in the position in which the heading might 
be placed in the ad. That is a matter calling for the 
exercise of one’s ingenuity. The foundation is laid here 
in this layout. The copy which would appear in an 
advertisement of this type might be as follows—brief as 
you will notice: 

“Out of many hundreds of styles in shoes the five 
shown have the highest indorsement of this shop. There 
are others, and we have them, but these are the styles 
that we pick out as our foremost values, and we are 
putting them before you to insure your getting the best 
first for spring. Easter is early this year, but not too 
early for us.” 

In Figure C we have somewhat of a “tricky” adver- 
tisement. The setting of type in such an advertise- 

[TURN TO PAGE 85, PLEASE| 











March 2, 1929 


BOOT AND SHOE RECORDER 


The Saxon-Cullum Shoe Co. of Augusta, Ga., puts on a style show in one of the 
local theaters 


Dolling Up se Windows 


New Ideas for Your Spring Opening When People 
Are Ready to Buy 


Spring opening, be sure that it is something dif- 

ferent. It is not so much what you do as the 
contrast between what you do and what you have been 
doing in the immediate past which marks it as an occa- 
sion and which attracts attention. 

Many of the larger stores throughout the country are 
going in for style shows this year—more so than ever. 
The style show is an excellent means of showing the 
relationship between the shoe and the rest of the cos- 
tume, of course, and to those merchants who may have 
some such stunt in mind, we recommend the article en- 
titled “What Does A Style Show Cost ?’’ which appeared 
in our issue of February 23. It gives not only a detailed 
description of how one successful style show was planned 
and given, but goes farther than that and gives an 
itemized list of the various expenditures necessary to 
make it a success 

Passing lightly over the obvious fact that the store 
should be freshened up inside and made spic and span, 
the next point of attack should be the windows. These 
ate the most important parts of your store to dress up. 
Now is the time, if ever, to install new trims which are 
radically different from those you have had in the im- 


Ns matter what you plan to do in the way of a 


mediate past. Thanks to the vogue of the so-called art 
moderne, this can be accomplished within the display 
budget of all, no matter how small that budget may be. 

New types of fixtures associated with this vogue are 
constantly being put on the market and many more can 
be devised by the man who has a little imagination and a 
taste for carpentry. 

After all, for instance, there is nothing in the Saks & 
Co. window, shown on the opposite page, which cannot 
be emulated by any store. Fixtures of this type can be 
shaped from planed lumber and fashioned into the shapes 
shown here or in any other of a number of designs. 


They can be painted, lacquered, or enameled; covered 


with fabric or wall paper; dotted with metal discs; or 
given any other desired decorative treatment. 

They can be combined, also, with the scroll type 
wrought metal fixtures seen in the Lord & Taylor win- 
dow at the bottom of the page. This window depends 
for its beauty solely on the graceful curves of the three 
metal fixtures outlined against the back wall of the 
window and the three-panel modernistic screen in the 
center background. 

The fixtures are placed well forward in the window 
while the screen is probably not more than six inches 
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from the backwall. The screen can be covered with 
plain colored material or can ge given any one of in- 


N combining the curiously shaped wooden fixtures with 
those of wrought metal care must be taken not to 
have one type obscure the other. For instance, it might 
be possible to take two units similar to the one shown in 
the left hand part of the Saks window and put them in 
the place of the metal fix- 
tures at the right and left 
hand sides of the Lord & 
Taylor window, retaining 
the wrought metal fixture 
in the center. — 
If this were done, how- 
ever, the single metal fix- 
ture should be well up front 
and the two wood fixtures 
should be farther back, 
probably about half way be- 
tween the glass front and 
the back wall. In this way, 


Excellent examples of the 
modern trend in window trim 
are these two displays—one 
of Saks & Co. and the other 
of Lord & Taylor—both of 
New York City. Units of 
lacquered wood or smooth 
metal are used in one; and 
delicate, scroll-like wrought 
metal fixtures in the other. 
Some stores use a judicious 
combination of both 


SHOE RECORVER 


March 2, 1929 


the risk of the lighter-appearing metal fixture being 
over-shadowed by the heavier ones of wood will be done 
away with. 

A study of window triniming the country over seems 
to prove pretty conclusively that trims follow the style 
trend of shoes at least in one respect. When shoe styles 
are plain in character and depend for their beauty on 
simplicity of line and good taste in color and material, 


then window fixtures fol- 
low in their footsteps. 


ITH the trend toward 

modern art influence 
even in window trimming, 
the simple and plain treat- 
ment is not only in good 
taste but reaches close to 
the realm of “high art.” 
Too many angles, curves, 
too many fixtures and too 
much merchandise can 
easily spoil an otherwise 
good window. 

Plan a simple treatment 
and carry it out in simple 
and plain lines. Study the 
simplicity of these ideal 
window trims and repro- 
duce the effect in your own 
windows. It is not neces- 
sary to copy them slavishly, 
but aim at the general effect 
and get-up. 








March 2, 1929 


COMEY 





Vol. 1 









Toestablish style 
leadership these 
days it must be 


Style 
ib, eadership cn. The 
new department 


store on upper Fifth Avenue that sought to 
establish style leadership accomplished its 
object in record 
time by styling and 
emphasizing shoes 
beyond anything else 
in the store. 


And as no one be- 
fore had ever heard of 
a department store em- 
phasizing shoe styles 
in this way beyond 
even clothing styles 
it made a real sensation and gave 
the store its coveted style position. 4 

* * x 


The lame duck often is the 
man who has ducked responsibility. 


* * * 


In years gone by, style had very lit- 
tle importance in negligees and house slippers 
because it used to be considered unnecessary for 
apparel worn in the seclusion of one’s own bed- 
room. Now with the increase of wealth and 
luxury, negligees and house slippers have been 
the most conspicuously styled of any wearing 
apparel. The very fact that these garments are 
supposed to be worn in the privacy of her own 
boudoir gives the modern woman the opportu- 
nity to indulge her taste for bright colors and ex- 
otic effects to her heart's content. 


Yet naturally enough now that women’s 

























itch of fashion, their appearance is not con- 

ned to the boudoir by any means. The 
very names of Tea Pajamas and Cock- 
tail Jackets suggest the gregarious uses 
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Go out after leadership 


and you need no other 
pacemaker. 









negligees have been styled up to such a high 











CHATS 





No. 3 





to which modern negligees are now being put 
* * * 


The room at the top is not a rest room. 
* 7 * 


Customers today size up the style leader- 
ship of a shoe store more from its show- 
ing of new and striking slippers than any 
other kind of footwear. 

* * * 


A promise is amort- 
gage until it becomes 
a deed. 


* * » 


Style leadership in 
slipper making is no 
new role for Daniel 
Green to play. More 
slipper styles in common use to- 

day in felt, satin and leather can be 

traced back to Daniel Green de- 
signers than to all others sources 
combined. Now that style is play- 
ing such an important part in slipper 
merchandising it is natural for the 
Daniel Green Company to occupy a pre- 
eminent style position in the slipper field. 
Daniel Green buyers are searching the mar- 
kets of Europe for exclusive and unusual 
fabrics. 

And Daniel Green representatives abroad are 
watching the French style trends at their source 
both in footwear and other kinds of apparel. 

Whatever is happening in the world of style 
Daniel Green knows it just as soon as it occurs. 
And constantly they are bringing interpretations 
and originations of style into the slipper field 
of greatest value and importance. As proof of 

this it is worth noting that Daniel Green 
Slippers are sold today in the leading shops 
of Bond Street and the Rue de la Paix 

in preference to the best that England 
or France can offer. 
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ai ues 
: 2-++CRUSH 


MASS PRODUCTION MAKES THE 
WHICH NONE OF YOUR 


You could get old customers back and add 
new ones if you had a high style woman’s 
line retailing at $3.00—couldn’t you? 












Helen-Marita 


In Stock 13 Patent Leather 
2 | 14/8 Rubbertop heel D only 















To 1 . 
9/8 heel D only $2.15 
In Stock 013 Patent Leather 
a ty Rubbertop heel EEF only 
Stock 014 Black Kid 
18/8 Mun mee heel FEE galy 


You can have such a shoe in “‘Locked- 





Kid'1 18/8 Rubertn heel : a 
al vA Arch.” Eventually—you will have it. 
Marietta ea 

To order er isssin ° ° . 

| 14/8 Htupbertop eel Bonly VA We have built this extraordinary 
1 14/8 Rubbertop heel D only \ : oe 
| $2.15 ‘ line of competition crushers by 
| junking all old-fashioned, costly 
methods and substituting shce- 
Sylvta . . 

tn Stok a8 making in a big way. Modern 


| machines—high speed pro- 
vO duction — skilled work- 
men—high grade mate- 
rials bought in mass at 


low prices to use in 


B 

14/8 Rubbertop heel D only 
$2.15 

To order 022 Patent 


13/8 Rubbertop EEE onl Be 
fo order 023 Black Kid ie 
13/8 Rubbertop EEE only 

$2.25 


mass manufacture 
to make a low- 
priced shoe. 








Pe 

19 Patent 
Leather 

14/8 Rubbertop heel D 


In Stock 20 Black Kid 
14/8 Rubbertop heel D 












eniananemetemen tren te ee 








$2.15 
To order 019 Patent 
13/8 Rub heel 






To order 029 Black 
Kid 13/8 Rubbertop 
heel only 








eae. 


Terms: 5% 10 days 
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COMPETITION! 


“LOCKED-ARCH” a $3 RETAILER 
COMPETITORS CAN EQUAL. 


We couldn’t make the “Locked-Arch”’ in any 


other way. 


Diana 
Tn Stock 10 Patent Leather 
14/8 Rubbertop heel D only 
In Stock 11 Black Kid 
14/8 Rubbertop heel D only 
To order 110 Patent Leather 
9/8 Rubbertop D only 
To order 111 Black Kid 
9/8 Rubbertop D only 
$2.15 


In Stock 


You couldn’t get it to sell by any other 


method. a 
S 13/8 Rubbertop heel 
’ cEE only 
In Stock 011 Black Kid 
13/8 Rubbertop heel 
EBE only 
$2.25 


Expert volume buyers quickly appre- 
ciated that making and heeling on 
the last give “‘Locked-Arch”’ that 
perfect seasoning so necessary 

for good fitters.. The special 

steel shank we use gives the 
pronounced cottage so well- 


liked in ‘“‘Locked-Arch.”” 


Virginia 
To order 28 Patert—Cab. In- 
y and Tongue 
14/8 Rubbertop heel D only 
To order 29 Black Kid—Pat 
Inlay and Tongue 
14/8 Rubbertop heel D only 
To order 30 Golden Bro 
—Havana Bro. Inlay and 


ongue 
14/8 Rubbertop heel D 
onl 


$2.15 


Helen-Maria 
For Growing Girls and Misses 
To order 213 Patent 


$2. 
To order 313 
6/8 heel a only 


81.85— 
To order 413 Patent 
4/8 heel D only 
$1.65—8S %-11 IL 


Barbara 
In Stock 25 Patent 


Will pack 12-18-36 


pair cases. D widths 
on 3/8. EEE widths 
on 3/9. Any run 


Leather 
14/8 Rubbertop heel 
D only 
In Stock a Black 
1 
14/8 Rubbertop heel 
D_ only 


AT 


$2.15 
To order 025 Patent 
ather 
{3/8 Rubbertop heel 
EEE only 
To order 026 Black 
13/8 Rubbertop heel 
E only 


LK 


of sizes desired. 


6 


Terms: 5% 10 days 
4% 30 days 


Gloria 
In Stock 16 Patent Leather 
14/8 Rubbertop hee! 


To order 016 Patent 
13/8 _Rubbert 
d ubbertop heel 
EEE only 
To order 017 Black 
Kid 
13/8 Rubbertop 
heel EEE only 
$2.25 


1017 Commerce St. 
Dallas, Texas 
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ORS For Growing Feet 


A Fast Selling Line with a Nation-wide 
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Reputation for Complete Satisfaction 


fii — sb lel 








dealer who offers his customers Educators has 
to do very little selling. 
This is particularly true where purchases are in- 
tended for Girls, Misses or Children. 


For more than twenty-five years,mothers have known 
and appreciated the protective and corrective features 
that identify Educator as the ideal footwear for boys 
and girls of all ages. 

They regard these features as their best assurance 


that growing feet will be properly developed. And they 
are invariably pleased with the smart lines and con- 


tours achieved by the Educator designers. 


Educator Advantages to Retailers 
Under our policy retail dealers holding an exclusive 
Educator franchise enjoy unusual advantages. 
Weregard them as we SA ER ae. them 
the benefit of every saving that can be effected through 
expert buying of raw materials and through modern 


factory methods and volume production. 

We carry the surplus stock — —_ order brings im- 
mediateshipment. NoEducatordealeris required to car- 
ry more than just enough shoes to give his customers 
an adequate selection and to insure a proper fit. 

This and the great care employed in the development 
of new Educator models protect our retailers against the 
burden of large inventories and exasperating losses re- 
sulting from style changes and stock depreciation. 

We shall be glad to hear from responsible dealers 
interested in an exclusive Educator franchise. A few 
territories are still open. 


EDUCATOR SHOE CORPORATION 
OF AMERICA 
Offices: 225 West 34th Street New York City 


DUCATOR 
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on the 


elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


Business Outlook Favorable 


By James F. Eldon, Assistant Sales Manager of The 
Endicott-Johnson Corporation. 


(Note.—Mr. Eldon recently returned to the East, after’ a 
five weeks’ visit with E-J salesmen and dealers in California, 
and reports enthusiasm for the entire E-J line, on the Pa- 
cific Coast, and prospects for a continued good business dur- 


ing 1929.) 


There is a big demand for tennis lines in California, 
due to the prominence given to outdoor sports in this 
State of moderate temperatures. 


Sport shoes, generally, for men, women and Children, 
are meeting with an exceptionally good reception in Cali- 


fornia. 


In the territory around San Francisco, Oakland, and 
Sacramento, the type of shoes sold in New York State 
are in demand. This section of California is largely 


industrial. 


The folk in California like a light, flexible soled shoe 
with sewed construction, such as stitchdowns, Goodyear 


welts and some McKays. 


I saw more of our Arch Seal shoes, similar to those 
that Commander Byrd took on his South Pole trip in 
California than in any other section I visited. 

I look for a big business on children’s and misses’ welt 
shoes in California. We are planning on adding other 


snappy patterns to this line. 


Colored shoes are in big demand in the Far West. 


Www H. SHEPLER, known to 
his many friends as Bill Shepler, 
has been represen the Jellerson- 
Rafter Shoe Co. in the Middle West, 
covering the big city trade, with the 
exception of Detroit and Indianapolis, 
for the past two months. Bill, who 
enjoys the reputation of being a suc- 
cessful stylist, will assist Ed ter in 
shoe styling. He started with the A. S. 
Kreider Co. in the manufacturing end; 
he later became manager of the Pitts- 
burgh branch, after which he traveled 


Midwestern territory for the Kimball: 


Shoe Co. of Manchester, N. H. 


HUBERT LUDERMAN represents 
the Rice-O’Neill Shoe Co. in 


Washington and Coan, with head- 
quarters at the Savoy Hotel, Seattle. 


ROGER LORD, sales manager for 
Johansen Bros. Shoe Co., reports 
a very bright outlook for Patou blue 
kid. r. Lord showed his line at the 
recently held Fort Worth convention. 
He also reports a good business on 
= red and other colored kid 
shoes. 


R F. VARCOE of Binghamton, 
e N. Y., represents the Hamilton- 
Brown Shoe Co. in Southern New York 
and Northern Pennsylvania. He has 
represented the house of Hamilton- 
Brown now for over a year. He be- 
lieves that he will sell 90 per cent 
patent leather straps for early spring; 
that brown, from a medium to the 
lighter colors, will be good for later 
spring selling. 


HE California 

territory — all 
but the Northern 
end, for the Chap- 
line - Mayer Shoe 
Co., is now being 
handled by John 
C. Lambert, who 
has been building 
goodwill in that 
part of the world 
for the past four- 
teen years. Mr. 
Lambert admits 
that he has be- 
come so imbued 
with the California spirit that he’s the 
next thing to a “naturalized native 
< wall He formerly sold Lion Brand 
snoes. 


J. C. Lambert 


EORGE W.. HARRIS, Middle West- 

ern divisional manager for the 
“Flexridge” branch of The United 
States Shoe Co., Cincinnati, contracted 
a severe cold during the Chicago shoe 
show and has been confined to his 
home since early in January. It takes 
more than any flu germ to overcome 
Geor Harris’ rugged constitution. 
The RECORDER is pleased to report that 
Mr. Harris left Chicago recently in 
company with Sales Manager W. J. 
Harney, for a trip through the North- 
west. 


RANK DAHONEY, who covers a 

number of Middle Western states 
for the Irving Drew Shoe Co., reports 
trade in his territory splendid and 
many orders for the spring season are 
being booked. He visited the factory 
recently for conferences with the sales 
manager.—UTPS. 


DWARD A. 

SKAER of 
Evanston, IIl., who 
for 24 years rep- 
resented Harper & 
Kirschten Shoe Co. 
in Chicago terri- 
tory, recently 
joined the  sales- 
force of The Ault- 
Williamson Shoe 
Co. Mr. Skaer is 
known to practi- 
cally every shoe 
buyer in “The 
Windy City.” He 
has a genial personality, takes an in- 
tensive personal interest in his cus- 
tomers’ success, and serves as mer- 
chandising couneellor to a wide circle 
of retail-shoe-merchant friends. 


Edward A. Skaer 
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best selling 
sport shoes have 


BEARFOOT SOLES 


Illustrated here is No. 507, one of the fast moving sport 
shoes appearing in the Spring Catalogue of the 














Conrad Shoe Company 
of 


Brockton, Massachusetts 


The attractive two-tone tan upper faithfully follows the 
dictates of style for the up-to-the-minute 1929 sport shoe. 
The tan BEARFOOT sport sole—an easily blending shade 
—makes of the shoe a perfect tan ensemble. 


The BEARFOOT sole with its attractive appearance, its 
non-slip feature and full measure of comfortable service, is 
a contributing factor in the ready sale of the shoe. 


This is equally true of all BEARFOOT-soled sport shoes. 
For style and service, specify BEARFOOT. 





















Factory and Warehouse 


The Bearfoot Sole Co., Inc. 


Boston, Mass. 








Sales Office and Warehouse, 178 Lincoln St., 






Akron, O. 
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United States 
Shoe Store, Ches- 
ter, Pa., a thor- 
ough shoe man, 
has recently 
joined the  sales- 
force of the Ault- 
Williamson Shoe 
Co., and will cover 
Pennsylvania for 
this house. Mr. 
Bruggeman has 
been in the retail branch of the indus- 
try since 1892, when he started with 
D. S. Peterman & Co., at York, Pa., 
wholesale and retail. Later he was a 
partner in Schaub & Co., Lancaster, Pa., 
where he remained for fourteen years. 
Thereafter he was successively man- 
ager of shoe departments for Munger 
& Long, Camden, N. J.; the Donovan 
Co., Lancaster, Pa., and the Edward 
Wren Co., Springfield, Ohio. In 1918 
Mr. Bruggeman had charge of the shoe 
stock at Lit Brothers, Philadelphia. In 
1921 he became manager of the United 
States Shoe Store, where he has since 
continued until his present connection. 
Mr. Bruggeman’s son, Phillip F., rep- 
resents Ault-Williamson Shoe Co. in 
Massachusetts, Rhode Island and Con- 
necticut. 


Phillip A. Bruggeman 


NORMAN McDONALD, who repre- 
sents the C. V. Watson Co., was 
last reported as in the Southland. 
While not vacationizing, he was happy 
in being able to escape the chill winds 
of New England. ac is showing his 
pleasure by turning in a good volume 
of business. One of his fellow-brother 
shoe travelers says, “Mac is that type 
of shoe salesman who never knows 
when to ‘let up on the job.’ Although 
of good physical proportions, he is just 
as active as those who do not carry so 
much avoirdupois.” Mac reports busi- 
ness as being exceptionally good in the 
territory he is covering. 


F S. OLKER, formerly with The 
* Weyenberg Shoe Mfg. Co., is now 
traveling Upper Michigan and Wiscon- 
sin (outside Milwaukee) for the re- 
cently organized Chapline-Mayer Shoe 
Co., successors to The F. Mayer Shoe 
Co., Milwaukee. Mr. Olker has been a 
strong advocate of Milwaukee-made 
shoes for many years. 


W. HORTON, house salesman for 
¢ the George E. Keith Co., and Lil- 
lian Hamblett, with Herbert Currier, 
Boston store salesman, represented the 
Walk-Over Spring Arch line at the 
Second Annual Foot Health Review 
and Correct Shoe Exhibit of the Mas- 
sachusetts Chiropody Association, held 
recently at the Statler Hotel, Boston. 
Among the numbers shown were sev- 
eral novelties in women’s shoes, as 
well’ as in men’s shoes. Among the 
men’s numbers was a ventilated mocca- 
sin with no counter and no shank; also 
a moccasin pattern in a sports, spiked 
sole number. 


HARRY WIRTH, formerly with the 
Chippewa Falls Handmade Sheo 
Co., is now traveling Eastern Montana 
for the O’Donnell Shoe Co. 


BOOT AND SHOE 


Three big Southwestern Shoe Traveler Association “chiefs.” 


RECORDER 


They were 


“sanpped” ’twixt recently held convention sessions at Fort Worth. Read- 
ing left to right—E. H. Moody, San Antonio, vice-president; A. L. Lud- 
lam, Wichita Falls, president; Buford Whirter, St. Louis, honorary N. S. 
T. A. president, and 1928 president of the Southwestern Shoe Travelers’ 
Association. Mr. McWhirter’s splendid talk at the Fort Worth convention 
stressed close cooperation between traveling shoe salesman and merchant. 


He said that the successful shoe traveler is a real merchandising counsellor 
. 








JOE KALISKY 


This is Joe Kalisky, Chicago rep- 
resentative for Thompson Bros. 
Shoe Co., “snapped” while stand- 
ing at the side of the Plaza Ho- 
tel, one of the largest in Havana. 
“weather terribly hot, but our 
winter vacation has been grand 
and glorious,” writes Joe. 








New N.S. T. A. Insur- 
ance Rates Effective 
April 1 


The ‘insurance committee of 
the N. S. T. A., having in mind 
the best interests of all of its 
members, and prospective mem- 
bers, submitted to the 1929 Chi- 
cago Convention a tentative plan, 
which was later agreed upon, 
based on a minimum group in- 
surance cost, according to ages. 
The new schedule is effective as 
of April 1, 1929: 

Semi-annual premium-payments 
under this arrangement are clas- 
sified, as follows: 


Class 1—Up to 39 years of 
age, inclusive $6.0 

Class 2—From 40 years to 
49, inclusive 8.5 

Class 3—From 50 years to 
55, inclusive 12 


The N. S. T. A. assumes no lia- 
bility because of failure of those 
insured to pay their premiums. 
Non-payment of premium 31 days 
after due date constitutes a lapse 
of policy. 

The above-mentioned age clas- 
sification should furnish an incen- 
tive to eligibles to participate in 
this N. S. T. A. $1,000 group in- 
surance feature. It also consti- 
tutes a good argument in an 
N. S. T. A. insurance selling talk. 








G A. McINTYRE, who represents 
* the Air-O-Pedic Arch Line in 
New England, with C. B. Bickum, fac- 
tory and style man, showed these 
shoes at the Second Annual Foot 
Health Review and Correct Shoe Ex- 
hibit of the Massachusetts Chiropody 
Association, held recently at the Statler 
Hotel, Boston. Both Messrs. McIntyre 
and Bickum report an interesting re- 
sponse from this exposition. Thirty- 
four salesmen covering the country 
from Coast to Coast carry the Air-O- 
Pedic line. 


RS. M. E. ADAMS travels New 

England, as well as some of the 
big cities, including Washington, Bal- 
timore and Pittsburgh, for The Ideal 
Baby Shoe Co. Mrs. Adams showed 
the line at the Second Annual! Foot 
Health Review and Correct Shoe Ex- 
hibit of .the Massachusetts Chiropody 
Association, held recently at the Stat- 
ler Hotel, Boston; Sales Manager M. 
M. Thrasher was also present, as also 
were: Mrs. A. L. Day, the head of the 
Ideal Baby Shoe proposition, and Miss 
Elizabeth Foster, graduate nurse, in 
charge of the Ideal Baby Shoe Co.’s 
orthopedic department. 


W H. NASH represented the C. D. 
¢ Brown & Co.’s Kangola leather 
line at the Second Annual Foot Health 
Review and Correct Shoe Exhibit of 
the Massachusetts Chiropody Associa- 
tion, held recently at the Hotel Stat- 
ler, Boston. Mr. Nash makes his 
headquarters at the Boston store, 50 
South Street. He covers New En- 
gland for this concern. 


SCAR THOMPSON, Thomas G. 

Plant Corporation representative 
in the South, reports in his “Retail 
Style Review” from this section that 
a great many colored kid shoes are 
selling; that the trade is beginning to 
ask for the woven type of shoes and 
that he believes this kind of shoe will 
sell early in the season, but as every- 
one has bought a lot of them, they will 
probably let up in volume as the sea- 
son progresses. 


ARC. BAUMOEL, shoe manufac- 

turers’ agent, represents various 
Eastern shoe manufacturers. Mr. 
Baumoel has a permanent sample room 
at the Jeffson Hotel, St. Louis. 
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Bostonian—a product of Com- 
monwealth Shoe & Leather SPORTY leather for sport shoes—sporty in color 


Co., made from Kin Kin A z a ‘ ‘ 
Veals No, 32 Cork with tan and finish—Kin Kin adds zest to sport because its 
elasticity permits full freedom of motion in snug fitting 
shoes. 
Many makers and buyers of quality footwear agree that 
Kin Kin is the most genteel in finish and most rugged in 
wear of all elk tannages. 


Write for sample card. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


MILWAUKEE _ CINCINNATI ROCHESTER SAN FRANCISCO 
8T. LOUIS NEW YORK LEICESTER, ENGLAND 
MILAN, ITALY FRANKFURT, GERMANY : 
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cA Il Ready for T hat Spring Opening 


[CONTINUED FROM PAGE 74] 





ment is not such an easy matter, but neither is any mer- 
chandising effort in these times. The resourceful mer- 
chant is the one who gets the most profitable business. 


HE public’s taste is constantly rising. The standards 

are getting stiffer and stiffer to meet not alone in 
merchandise, but in the matter of presentation. To sell 
quality and style one must prepare the setting which will 
carry the feeling of quality and style. It has reached a 
point where if one merchant doesn’t do it the other sees 
his opportunity to do so and immediately sets to work. 
Use the following copy in this advertisement. It is in 
keeping with its general tone and purpose. 

“Spring Opening—Silks, dull and sheer—woolens, 
sheer or lightweight—jackets patterned—dresses plain, 
dresses figured. Colors are smart and quick as the jump 
of a rabbit in the thicket or the rush of a spring freshet. 

“And such spring smartness doesn’t leave off at the 
shoes. No, Madam! shoes are more than ever important 
this year. 








“Dame Fashion has pointed to these styles here, and 
the fashionable woman will heed her advice. 

“Tell us what your costume is and we'll match its 
smartness with an equally smart shoe. That’s the fash- 
tonable way this spring.” 

If an ad like this were run in the newspaper and at 
the same time featured in giant size in the window, 
women would get the importance of the message, and 
heed it and investigate and buy. The idea of helpful- 
ness in assisting a proper purpose is so strong these 
days that women are coming to expect it. The store 
that has the happy faculty of getting over thoroughly 
one little point in each bit of advertising has the great- 
est prospects of sales. It isn’t how much you say at 
one time as how often you say a little that counts. 
Steady effort; a brilliancy in presenting one point at a 
time; constancy, ever an invaluable quality in anything. 
That is it today. Folk are too sophisticated to be swept 
off their feet in the renowned “fell swoop.” Start early 
and keep at it. 





WHITES fr 


Si ummer 


[CONTINUED FROM PAGE 63] 





them and I’ve further learned that one can pay any- 
thing from $5 to $500 for one of those “nice little white 
frocks.” 

From the fashion angle, do you think “Main Street” 
will chuck away such a chance of being right in the 
swim? You can believe me that to the uninitiated eye 
there isn’t anything like $495 difference in those “nice 
little white things.” 

From the fashion angle, do you think that “Main 
Street,” a good many residents of which get sun tanned 
whether they will or no, will run away from a fad or 
fashion placed right in their “mitt”? I don’t—and that 
goes for all three, “don’t you thinks.” 

Altogether there is everything in favor of a big white 
footwear season for 1929 all over the country. Dame 
Fashion apparently has willed it, and her subjects must 
obey or be barred from her court. 


Up with the 
MARK-UP 


[CONTINUED FROM PAGE 56] 





will need alteration to suit others. However, it sounds 
a basic principle and gives a definite plan to work on. 
The average original mark up per cent should be: 

The per cent of total expense (including fixture depre- 

ciation) plus, in women’s shoes 15 per cent, in men’s 

12 per cent, in children’s 10 per cent. 

Thus, if a store’s total expense is 28 per cent of its 
retail sales, it should carry an original mark up of 43 
per cent on women’s, 40 per cent on men’s and 38 per 
cent on children’s, all figured, of course, on the retail 
price. Even these figures will not produce the desired 
10 per cent but should net better than 5. 

You notice this rule ignores competition entirely. 
Right. Your worries, your successes, your failures and 
your happiness lie 95 per cent within your own four 
walls, and possibly 5 per cent between your competitors 
and the industry as a whole. 
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~ Recorder Show Card Service 


—a practical business | 


builder for shoe merchants @ 


—AND, is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


NOW READY 
MARCH CARDS 


(3 Colors—Blue, Yellow and Black) 


SINGLE SHOW ¢ BAGL CHECK 
CARDS 


WITH ORDER, 
PLEASE. 
Select any subject below by number 
Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 





No. 
No. 
No. 


WOMEN’S 


1—Easter ‘‘Chic,"’ 
upon— 

2—The Oxford—for the 
alert woman— 

8—Sovring’s newest styles— 


depends 


HOSIERY 


Yo. 14—Springtime hosiery, sheer 


and dainty. 


GENERAL 





No. 4—Ensemble sways the 
mode— 
No. 5—New styles for Easter 
MEN’S morn’— 
No. 


6—We invite you. ete.— 
No. 11—Spring Oxfords, Fellows— No. 7—It pays to buy good 
12—For blustery spring shoes— 
weather— No. 8—You'll be self confident— 
No. 9%—Prices here you're accus- 
tomed, etc.— 
No. 10—Wearing our shoes a real 
enjoyment— 








CHILDREN’S 
No. 13 New shoes for Easter. 


N. B.—The privilege of exchange of current month’s cards 
is available to annual card service members who may find 
listed above card texts which better cover their merchan- 


dising program. 


yss | Ses 
NY sz 


i 12 each of 6 different 
prices 
69c to $17.50 85c 
LG 25c per dozen 12 doz., $1.50 
‘ “sq ‘ 24 doz., $2.50 
Green Border—Bla: if 





Above illustrates type of March cards— 

distinctive and different. Sure to hold the 

window-shopper’s attention to the window 
trim. 








Printed Price Tickets 


All Regular and Clearance Sale. 
Prices from 25c to $22.50 


Attractive 
Hand-Lettered 


Price Ticket 
6-doz. assorted $1.10 


12 of one price, 15¢ 


6 doz., $1.25 


Ee Check With Order, 
Please 
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14 interchangeable show card monthly service, all sales 
messages different, each month’s cards of different 


design and colors. 


10 card service $5.00 


4 card holders 


100 blank price tickets 


per mo. 





Try the Service 
for 30 Days— 
Mail the Coupon 


In the panel are brief de- 
scriptions of the _ several 
Services we offer. Select the 
one you wish. Try it for a 
month. Then if you are not 
entirely satisfied, you simply 
pay for the one month’s 
showing of cards, at the low 
yearly rate, the card holders 
to be returned to us. Fair 


6 card service $3.00 


per mo. 


2 card holders 
50 blank price tickets 


ewe ee 
Select the Ng 


Service YouWish— 
Then Mail Coupon 


H 8 cards (7”x11”). 
Service 2 Art Card Holders. 
No. 1 100 Blank Price 

Tickets. 
$4.00 monthly ($48.00 the year). 


Servi 10 cards (7”x11”). 
ge 4 Art Card Holders. 
No. 1-B 100 Blank Price 


Tickets. 
$5.00 monthly ($60.00 the year). 


6 cards. 2 Art 
— Card Holders, or 
rvice 


frames. 
50 Blank Price 
Tickets 
$3.00 monthly ($36.00 the year). 


Printed Price Tickets 


Olive green or orange border with biack 








vigures 
12 each of any six 
per month if wante 
annual card service. 


i, Or oF 6 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Messages" card service o. — for one 
year, consisting of —_— cards each month 
and ——— art card holders, with the first month's 
service, beginning with cards for March, for 
which we will pay $———— per year, payable 
$ per month. 

For cash in advance full year’s service, 5% 
discount. 

(If service be discontinued before expiration of order. 
we agree to pay $1.00 per month additional for each 
month’s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes, and 
hosiery. (Cross out lines not carried.) 

We ovrefer:—(gold) (silver) Card Holders. 


enough, you'll agree. Mail 


the coupon today! rices, 50c. 


with any 








Art Card Holder Base (above) 


Supplied free to annual card service members only. 
Comes in either Gold or Silver trim—wottled finish, felt 
lined bottom. Store name in panel, if you wish. Very 
tasty and attractive. You'll be proud of them alongside 
your finest window fixtures. 


Annual Card Service is exclusive for - 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Place following name on card holders 


. s+... (letter plainly) 


Printed Price Tickets :— 
Merchants Service Dept. o> 8-—— 6-— §-— §-— 6 -— — 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


Store name 


(March 2nd issue) 
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MENIHAN’S NEWEST 
“IVENA” Process IN-STOCK NUMBERS 


8s 1 
B-252—Patent Leather 
= P Porcupine 


B-263—_Pren ch Beige Kid E 
with Ivory Porcupine B gg 
Calf Trim 5.25 


Special Process 


LERO” Special Process buses bee Danie ee 9 4 a » Seen et 75 “POLO” Special Process 


3 way DT aaa e785 B-255— m 
B 148—Patent 1 Lonties’ ee t Beige. iia. 


. Bu20G Patent Leather 
Pos) 


Pes Al “BERNICE” 
Gold nd Pend BS ca “Buck! a S Heel ” Special Process wicket ona uae kl 
a owe uckle B-201—Light Beige Kid “TINETA”’ ; and Jet Buckle 
B-149—Brownstone Kid. .$5.00 with ugk fis ms B-200—Sunburn Beige B-183—Patent Leather ..$4.75 
ine Lizard Trim Beige Lizard 


Calf Trim 

-505—Pat. Leather with 
Black Porcupine Calf 

Trim $4.75 

















“NANA” Special 


Leather 
B-405—Patent Leather 
with Black Porcupine 
Calf Underlay $4. “REGENT” Special Process 
“ Iv pine Caif ee Kid” 
ory cu, 
Saddle 5.00 











Twenty-five cents additional for orders 
of less than three pairs. 











THE MENIHAN COMPANY =i Ss 
In-Stock Department ge 1 game contrasting 
EE N. Y. 


i li i ee tt Fa 8 PSP SP Se rr 
to 4 lee eee i i id ei de de 
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Reorganized Michigan Association 
Meets Next Week in Lansing 


Two Business Sessions and 
Banquet for One Day 
Convention 


Detroit, MicH. (UTPS)—The 
first annual convention of the re- 
cently reorganized Michigan Retail 
Shoe Dealers Association will be 
held in Lansing, the state capital, on 
Wednesday, March 6, with- head- 
quarters in the New Mutual Build- 

_ing, according to O. R. Jenkins, as- 
sistant secretary-treasurer of the 
association, who maintains offices 
for the association at 907 Transpor- 
tation Building in Detroit. 

Many ago Michigan was the 
seat of one of the strongest and livliest 
shoe dealers’ organization in the entire 
country, but for some years past there 
has been no state association in this 
field. The powerful a aes of 
fifteen or twenty years ago was per- 
mitted to languish and finally to die 
out entirely because of lack of support 
by the shoe retailers of Michigan. 

Several of the leading spirits in state 
shoe circles got together a few weeks 
ago and revived the old organization, 
during the week of Feb. 8, sending a 
letter to every shoe merchant in Mich- 
igan inviting participation in what 
promises to become a strong organiza- 
tion. The response has been fairly 
good, according to Mr. Jenkins, and 
there was a considerable number of in- 
terested shoe men present at the two 
meetings that have m held since the 
reorganization, one in Detroit and one 
in Lansing 

At the +~—er convention of shoe 
—_ in Chicago recently, the formal re- 

anization was accomplished, with 

llyn Pond, of the Hub Shoe Store in 
Fine who had been active in the origi- 
nal association years ago, as president. 
James Wilson, manager of the Chis- 
holm Built-Well Boot Shops in Detroit, 
another old-timer in shoe association 
work, Saggy vice-president of the state 

on. 

Joseph Burton, energetic manager « 
the Walk-Over stores in Lansing, w: 
named treasurer, and Earl in Rg of 
Davis Brothers, also of Lansing, secre- 
tary. O. R. Jenkins, former shoe mer- 
chant and now Wayne tag cout Se for 
the Michigan Shoe Dealers Mutual Fire 
Insurance Company, with — in De- 
troit, was named assistant secretary 








They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1501 Wants women’s novelties 
costing $2.85. 
H-1502 Wants women’s beige water- 
snake novelties, kid trimmed, 
costing $4.50 to $5.00. 
Wants 9-inch sheepskin pacs 
with leather soles and heels. 
Wants bowling shoes. 
Wants men’s leather leggings. 
Wants women’s’ snakeskin 
shoes in stock, 12/8 to 16/8 
heels. 
H-1507 Wants Junior misses’ welts 
retailing $6.50 to $7.50. 
H-1508 Wants women’s novelties 
costing $2.00 to $2.25. 
H-1509 Wants misses’ and children’s 
H-1510 


H-1503 


H-1504 
H-1505 
H-1506 


shoes in AA and AAA widths. 
Wants women’s novelties re- 
tailing $5.00 and $6.00. 


Interested parties may have 

names on request to Information 

Department, t and Shoe Re- 

em 80 Federal Street, Boston, 
ass. 











and treasurer and established the head- 
quarters of the association in his office 
in the Transportation Building. 

Joseph Burton, the treasurer, is in 
charge of the committee on arrange- 
ments for the entertaining of the 
fledgling organization’s first annual 
convention. He has arranged a pro- 
gram that will supply both instructive 
thoughts on the shoe business. 

Mr. Burton has arranged a smoker 
for those who reach the state capital 
on the evening of March 5. Two busi- 
ness sessions will occupy the mem- 
bers and prospective members on the 
convention day, the morning session 
devoted to addresses by officers and 
prominent membére concerning 
aims and objects of the association, 
while in the afternoon several promi- 
nent shoe men well known nationally 
will talk on subjects of interest and a 
full and free discussion of problems 
confronting the shoe industry will be 
encouraged, under the direction of 
President Ellyn Pond, who will preside. 

The morning session will open in the 
New Mutual Building at 9.30, and at 
12.30 adjournment will be taken for 
luncheon, which will be served in the 
same building. The afternoon session 
is scheduled to open at 2 p. m. All shoe 
men attending are urged to bring their 
wives, and arrangements have been 
made to show them a good time while 


the | 





their husbands are conferring in the 
convention sessions. Among the ar- 
rangements for the ladies is a matinee 
theater party. 

A banquet and dance will be held in 
the evening in the Hotel Olds in con- 
junction with the Michigan Retail Dry 
Goods Association, which convenes in 
the city the same day. Membership 
fees have been set at the nominal figure 
of $5, which includes the smoker, 
luncheon and theater party—every- 
thing except the evening banquet on 
convention night—as well as the year’s 
membership in the association. 


Bad Weather Hits Texas 


DALLAS, TEX.— While unseasonable 
weather is the usual alibi of a poor 
merchant, d shoe merchants in this 
city have gured that the two recent 
bad snow storms, plus the previous six 
weeks of cold, stormy weather has 
made a 35 per ‘cent loss in sales so far 
this year. Snow and bad weather in 
Texas does not mean more rubber 
sales, but a practical stoppage of trade. 
Usually two pairs of shoes are sold the 
women before Easter. This year with 
the bad weather and the early Easter, 
~ sale of these two extra pairs will be 
ost. 


W. W. Griffith Resigns 


DALLAS, Tex.—W. W. Griffith has 
resigned his position as shoe buyer in 
the Neiman-Marcus store, the same to 
take effect as soon as his successor is 
elected. A lately acquired silver mine 
in Mexico is the reason for the change. 
Although Mr. Griffith has held this 
position for the past nine years and 
has filled similar responsible shoe buy- 
ing jobs elsewhere, he was born and 
raised in the mining business. 


Shoe Market Remodeled 


DaAuLLas, TEX.—The Shoe Market, lo- 
cated at 1102 Elm Street, has com- 
pletely remodeled its store, both the 
windows and the interior, and has 
changed its name to the Lee Shoe 
Store. Men’s and women’s shoes at 
$3.75 and $4.75 are carried, as well as 
children’s shoes. 


Remodeled Store Open 


BIRMINGHAM, ALA. (UTPS) — For- 
mal opening of the newly remodeled 
Vanity Boot Shop was held Saturday 
of last week. Both the interior and ex- 
terior was remodeled. Novelty dolls 
were given to each customer on open- 


ing day. 
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AULT-WILLIAMSON FOOTWEAR 
IS MAINTAINED IN LEADERSHIP 


BY RETAIL DEALERS 


The continued and increasing loyalty of the 
thousands of -A-W customers: maintains our 
leadership in the world of turn shoemaking. 


We appreciate this steadfast support, and, 
for our part, reciprocate our customers’ con- 
fidence by constant improvement in our line 
and service. 


HK HK 


Never have we been so well equipped to serve 
our customers. 


Never have A-W shoes been so fine in 
quality, so perfect in fit, so profitable and safe 
for shoe merchants, so acceptable to the public. 


HK HK HK 


The new and Finer A-W Line—made 100% 
on Co-ordinated Lasts and Patterns—includes 
the CONSTANT COMFORT SHOE, “The 
Most Famous Name in Comfort Footwear,” 
retailing from $3 to $5, and the new 
MODERN PROPHYLACTIC SHOE, re- 
tailing from $6 to $8. 


The style range is from strictly common 
sense comfort shoes to smart, truly stylish 
patterns—all made with our exclusive foot- 
health-protecting features. 


prop iactic 
Te) its 





Prophylactic styles include all colored and fancy leathers 
as well as attractive black kid and patent designs. 


Constant Comfort and Modern Prophylactic Shoes are 
Nationally Advertised in over 80 magazines and news- 
papers—and carried In Stock at Auburn, Maine, and 
St. Louis, Mo. Send for 1929 In-Stock Catalog. 


SHOES THAT FIT—AND SERVICE! 


TURN SHOE SPECIALISTS 


AULT-WILLIAMSON SHOE CO. 





AUBURN, MAINE 





ST. LOUIS, MO. 





THE SHOE MERCHANTS NEWS, SATURDAY, MARCH 2, 1929 








Brown "Way Ahead of Black 


St. Louis, Mo.—125 independent re- 
tail shoe merchants operating Buster 
Brown and Brownbilt Shoe stores in 35 
states met in St. Louis for their annual 
convention Feb. 5 to 8. The stores 
are individually owned but are oper- 
ated under the Brown Shoe Company 
store plan of shoe retailing. The busi- 
ness sessions held in the Marquette 
Hotel, opened Tuesday which was 
devoted to inspecting the new line and 


discussion of future merchandising and 
style plans. Wednesday’s meeting in- 
cluded in the discussion advertising, 
merchandising, store keeping and sell- 
ing. A banquet was held Wednesday 
night at the Missouri Athletic Club 
with the operators and officials of the 
Brown Shoe Company present. J. O. 
Moore, manager of the concentration 
division of Brown Shoe Company, pre- 
sided, and introduced a number of the 








operators. Addresses were made by 
John A. Bush, president of Brown Shoe 
Co.; T. F. James, vice-president in 
charge of sales; W. E. Tarlton, sec- 
retary; Walter Powell, a director; and 
George E. Gayon, of THE BooT AND 
SHOE RECORDER. On Thursday the entire 
party journeyed to Litchfield, Illinois 
on a special Illinois Traction train 
where they inspected one factory unit 
of the Brown Shoe Company. 








Bogutz, at 25, Manager 
for Miller, Philadelphia 


PHILADELPHIA, Pa.—Albert Bogutz, 
after six years with I. Miller & Sons, 
finds himself, at 25, the buyer and man- 
ager of one of the important retail 
units of that organization, the Phila- 
delphia store. Mr. Bogutz made his 
entrance into the Miller organization 
as a salesman of the Philadelphia store, 
where his ability quickly made itself 
felt. After two years’ service, he was 
appointed manager of the Miller store 
in Atlantic City. 

With a four years’ record of achieve- 
ment, Mr. Bogutz came back to the 
Philadelphia store on Jan. 1 this year, 
but this time as its general manager. 
In this position he suceeeds Mr. Bain, 
who is now superintending the final 
work of the mechanics and artisans, 
which, when completed, will result in 
the I. Miller store in Baltimore, of 
which Mr. Bain will be the head. 

Mr. Bogutz is a Philadelphia boy, 
and prior to his connection with the 
Miller organization, was associated first 


| with the old Philadelphia shoe house 
of Reizner’s, and later with David 
Strumpf. 


Rochelle Opens 
Coon Store 


PHILADELPHIA, PA.—Fred W. Ro- 
chelle opened on March 1 a retail shoe 
store of the parler type at 425 York 
Street, Jenkintown, handling Wilbur 
Coon shoes exclusively. A hosiery de- 
partment also is featured. 

For some years Mr. Rochelle has 
been connected with a store in Norris- 
town which handled Coon shoes. His 
new store is in an advantageous loca- 
tion and is established in a new build- 
ing. 


Take Over Shoe Dep't. 


BIRMINGHAM, ALA. (UTPS) — The 
shoe department at Adam’s has been 
taken over by the Edwards Shoe Co., 
of Atlanta. J. M. Johnson is the new 
manager. 








Cort Interests Take 
Over Cort & Berkman 


CLEVELAND, OHI0.—On the first of 
this year the Cort interests bought out 
the Berkman interests in Cort & Berk- 
man, Inc., by giving them four stores 
in exchange for their stock. The Cort 
interests will continue to operate the re- 
maining ten. stores under the same 
name (Cort & Berkman, Inc.,) for the 
time being, but will later change the 
name to Cort Shoes, Inc. 

Abe Cort who has been president and 
general manager of this concern since 
it started business, continues in the 
same position. Albert R. Cort and Paul 
Cort continue as vice-presidents, and 
Lewis J. Cort will be secretary and 
treasurer. 


Arnold Buys Gray’s 


Kansas City, Mo.—“Spike” Arnold 
has taken over Fred Gray’s interest in 
Gray’s Shoe Store; Mr. Gray retires. 
This store sells Bostonian shoes for 
men. 
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Make It Easy for Your Sales Force 








Speed is a necessity in modern life. It is a 
distinct appeal to a woman’s buying impulse. 


To capitalize this fundamental principle of. 
merchandising, retailers are giving more and 
more preference to such articles which save a 
slice of time in sales and use. 








Shoes with Koh-i-noor Jewel Clasps and 
Snap Buckles can be adjusted to fit customers 
by your clerks while waiting on them. A 
touch of fingers will close or open them in 
wear. 







Se 





They are reliable, safe and fulfill entirely 
the purpose intended, for they are the result 
of years of study. Modern and artistic, they 
combine the qualities of strength, dignity and 
beauty to an unusual degree. 





Many retailers and manufacturers know of 
the determination of women to do away with 
the drudgery of shoe fastening and the volume 
of sales obtained is ample evidence of the con- 
sumers’ acceptance of shoes modernized with 
Koh-i-noor Jewel Clasps and Snap Buckles. 









Your shoe manufacturer will submit models 
to you. 





























Koh-i-noor Jewel Clasp is or- 
nament and fastener in one. 
The ornamental part is inserted 
into and fits any buttonhole. 
The ball and pin takes the 


. place of the button. If adjust- 


ment is necessary, the ball part 
is clipped off with a nipper by 
placing one jaw between shoe 
and ball part, and the other on 
neck or ball part, as illustrated. 
Only a pin hole will remain in 
the shoe. 





° 











To attach a new ball part, the 
pin is pushed through the tab 
from the inside where desired 
and the ball is then placed on 
the pin point and both pressed 
together, as illustrated. 














To adjust the buckle nothing 
has’ to be done with ball part, 
simply loosen strap and move 
to the correct position. The 
twin lock holds the buckle on 
the strap firmly. 




























WALDES KOH-I-NOOR, 


World's Largest Snap Fastener Manufacturers 
LONG ISLAND CITY 

—, 
LICENSEE 






Footwear Jewelry 





NEWARK, 








NEW YORK 


THE RIKER COMPANY 


Inc. 





NEW JERSEY 
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Schinke Starts Walk-Over Boosters’ Club 


ee 


ae 


Here is the personnel of the first Boston Walk-Over Stores Boosters’ Club, recently organized. At the head table (read- 


ing from left to ey | 
Lelyveld; President 


are H. E. Munroe, assistant general manager a 


{ nd manager at 170 Tremont Street; Dr. Joseph 
arold C. Keith; H.#T. Conner, vice-president and general manager of all of the Walk-Over 


Stores; Fred C. Schinke, general manager of A. H. Howe & Son, Inc., Walk-Over Stores; A. I. Loheed, district man- 
ager; C. E. Carlson, treasurer of the Walk-Over Stores; E. W. Bailey, district manager 


Boston, Mass.—F red C. Schinke, the 
new general manager of A. H. Howe & 
Son, Inc. Walk-Over Stores, recently 
assembled his family ’round the festive 
board, to greet everyone, personally, 
and to consider together some of the 
fundamental factors of making busi- 
ness bigger and better. -The entire or- 
ganization was present, 100 per cent, 
from “the boss” to the bundle boy. And 
thereupon was inaugurated the first 
local “Walk-Over Boosters’ Club.” The 
invited guests were: Harold C. Keith, 
owe of the George E. Keith Co.; 

. T. Conner, vice-president and gen- 
eral manager of all of the Walk-Over 
stores; A. I. Loheed, district manager; 
C. E. Carlson, treasurer; E. W. Bailey, 
district manager, and Dr. Joseph Lely- 
veld. President Harold C. Keith made 
the opening address. H. T. Conner 

resided and gave an address. Dr. 

lyveld gave a talk on feet and cor- 
rective shoe types, as well as on style 
shoes. General Manager Schinke fol- 
lowed with an inaugural, outlining the 
policies of the stores, and stating the 

urposes of the meeting. General 

(Manager Schinke stressed the advan- 
tages of working closely together, in 
a spirit of comradeship, for a more 
profitable business, for greater accom- 
plishments and for service. He ex- 
pressed confidence in trade possibili- 
ties and asked all to remember that a 
new era of responsibilities was at 
hand. He emphasized the importance 
of facing facts squarely—to take up 
the new work with a feeling of respect 
for the old order that has built up a 
wonderful business on a sound founda- 
tion and with an inspiration for still 
greater achievement. 





Besides the above-mentioned Walk- 
Over Stores executives present were: H. 
E. Munroe, assistant general manager 
and manager at 170 Tremont St.; Mrs. 
Ellen Smith, supervisor of office at 170 
Tremont Street; Mrs. Mabel McAllis- 
ter, in charge of correspondence and 
merchandise records; Mrs. Helen Wain- 
wright, in charge of the credit depart- 
ment; Miss Dorothy Waugh, general 
manager of hosiery department and 
manager of slipper department at 170 
Tremont Street; P. H. Carlson, man- 
ager of rubber departments; William 
Poenitz, display manager; W. E. Bun- 
ker, superintendent of repair depart- 
ment. From the 378 Washington Street 
Store, executives present were: Mana- 
ger William A. Preble; A. L. Prince, 
assistant manager and manager of 
women’s department; A. Ballentine, 
manager of men’s department; P. C. 
Wood, manager orthopedic department; 
Miss Mary Thomas, manager hosiery 
department; Harold Peabody, manager 
of shipping and repair department; 
Thomas Galvin, assistant shipper; Miss 
Florence Jordan, office manager; Miss 
Margaret C. Bastin, cashier. From 170 
Tremont Street, E. C. Cook, assistant 
manager; H. E. Eagles, manager men’s 
department; L. E. Hanscom, manager 
of women’s department; H. E. Currier, 
manager orthopedic department; Miss 
Lillian Baker, cashier; Miss Grace 
Stinson, manager repair desk; Miss 
Grace Baker, assistant manager ho- 
siery department; Henry McFarland, 
manager shipping desk; Roy Wood- 
worth, manager of stock room; sales- 
man, Elmer Kuhlen. From 2359 Wash- 
ington Street: Manager F. R. Cott; 
assistant manager and manager of 





men’s department, William Lamb; A. 
E. Hubbard, manager of women’s de- 
partment; Miss O. Carlson, manager 
of juvenile department; Miss Alice 
Johnston, manager of the Roxbury 
office. 

Others present were: Thomas Gaff- 
ney, Evelyn Davis, Robert Sherwood, 
Helen Sjoberg, A. R. McLeod, Roland 
C. Taylor, Sadie Harris, Lawrence 
Leyveld, Jim Degnan, Arthur Vinal, 
William Lannigan, Frank Hunnefeld, 
Thomas Galvin, W. H. Spalding, James 
Sanceo, David Bourbeau, Simpson, 
J. E. Woodworth, Thomas Aldron, 
Lawrence Johnson, A. R. McGunigle, 
Harry Miller, W. A. Robbins, Ralph 
Collins, W. E. Lamb, Ferdinand 
Schwab, W. E. Bunker, Harvey Titus, 
Charles Reid, Miss H. Sjoberg. 


Partnership Dissolved 


PITTSBURGH, Pa.— The partnership 


heretofore existin between . 
Crowley and H. G. Wagner at 2626 
Brownsville Road, Carrick, Pittsburgh, 
under the name of the W. J. Crowley 
Co., has been dissolved by mutual con- 
sent. The business will be continued 
at the same address by H. G. Wagner. 


End of the Month Sale 


Boston, Mass.—The A. H. Howe & 
Son, Inc., Walk-Over Store, at 378 
Washington Street, inaugurated a new 
feature for this section on Tuesday, 
Wednesday and Thursday, Feb. 26, 27 
and 28, with an “End-of-the-Month 
Sale.” Shoes formerly priced at $7.50 
to $12, were sold at one price, only $5. 
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with 


Its Publications Broadly 
Cover the Following 
Industries and 
Trades 

Automotive 
Automotive Industries 
Automobile Trade Journal and 
Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Chilton Catalog & Directory 
Automotive Industrial Red Book 
Chilton .Aero Directory and 
Catalog 
Hardware 
Hardware Age 
Hardware Age Catalog 
Jewelry 
The jewelers’ Circular 
Metal Trades 
The Iron Age 
Optical 
The Optical Journal 
Petroleum 
The Petroleum Register 
Oil Field Engineering 
Allen’s Superintendents Hand 
Book 
Plumbing & Heating 
Sanitary & Heating Engineering 
Shoe 
Boot & Shoe Recorder 
Textile 
Dry Goods Economist 
Dry Goods Reporter 
The Drygoodsman 
Pacific Coast Merchant 
Toys 
Toy World 


Warehousing 
Distribution & Warehousing 


Selfish business seldom prosperts. 


Business that serves its field is bound to 
succeed. 


Service has always been the policy of the 
United Publishers Corporation, and the 
various publications under its guidance. 


From the smallest individual problem, to 
the broadest merchandising plans, its re- 
sources are available to the organizations 
in its fields. 


This spirit has built great and valuable 
publications for readers and advertisers 
alike. And it is building more of them 
as time goes on. 


MM 
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UNITED PUBLISHERS CORPORATION 
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ITZ FRANK 

Chairman of the Board of PRs Ls of the U. PC. resident Treasurer of the U U.P.C, 
ak oe esident o Federal 

President of ee. , .. Phila. Printing Co., N.Y. 


mthe U.P.C. 
Publubing Co N.Y Publishing Co. 


New York City 


.. MUSSELMAN 
P.C. 


239 West 39th Street 


A. C, PEARSON F. C. STEVENS 
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Motor World 
Wholesale 


Published Monthly by 


Chilton Class Journal Company 
Chestnut and 56th Streets, Philadelphia, Pa. 
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Men’s Shoes 
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M. A. PACKARD CO., 
BROCKTON 
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BOSTONIANS 





























60 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 














Shoe «Market News 


In The Boor anp SHoe REcorpEr 





NATIONAL NEWS 


SATURDAY, MARCH 2, 1929 


EVERY WEEK 





No Decrease 
In Production 
In Cincinnati 


Increase in Demand for Pat- 
ents Is Noted 


CINCINNATI, OHIO—Shipments from 
Cincinnati shoe factories are very 
heavy and manufacturers think ship- 
ments for the entire month will show 
an increase over those for February 
1928. The shipping season opened a 
little early this year due to merchants 


part of their winter footwear before 
January sales, although it does not 
seem that this will have any serious 
effect on March shipments. 

There has been no let-up in produc- 
tion since the spring run was started 
and judging from the volume of orders 
coming in at this time, there will be no 
cause for production to be cut down for 
some time. The most noticeable thing 
about these later orders is the number 
that calls for black, especially patent. 
Gray kid is also receiving lots of atten- 
tion and many orders for novelties for 
March and April delivery are coming 


in. 
One manufacturer reports that 60 
per cent of his production for the past 
two weeks has been on light colored kid 
while another has been turning out 75 
per cent patent since the first of Jan- 
uary. Some factories are making up 
quite a bit of satin for March delivery 
and others are busy on red and 
kid orders. Factories making medium- 
priced corrective shoes for the jobbing 
trade predict the best year they have 
ever had, as several of them have suf- 
ficient orders on hand at this time to 
keep them busy through spring. 


International Elects 
Two New Directors 


Str. Louis, Mo.—R, E. Blake, general 
counselor for the International Shoe 
Company, and Louis B. Jackson, hide 
buyer of the same company, were re- 
cently elected members of the board of 
directors of the International Shoe 
Company. 


New Firm in Lynn 


Lynn, Mass. — Harmony Shoe- 
makers, Inc., Lynn, has been incorpor- 
ated with a - tal of $100,000 to make 
smart style McKays in the Jones-Mc- 
Grath factory, corner of Was 
and Broad St. Hyman Cohen and 
Solomon Hamb of Boston, and 
i Lynn, make up 





having been able to get rid of a large . 





Take New Warehouse 


CoLtumsus, OHI0 (UTPS)—The H. 
C. Godman Co., of Columbus, large 
manufacturers of medium grade shoes, 
has taken a lease on a large space in 
the New York Trade Facilities Build- 
ing, Brooklyn, for warehousing pur- 
poses. The concern is one of the oldest 
and largest shoe factories in the Middle 
West and. operates 11 manufacturing 
units in Columbus and Lancaster. The 
plan is to maintain a complete stock of 
shoes in the new quarters, opening the 
warehouse about April 1. 

The company maintains distributing 
centers at Columbus, Atlanta and Kan- 
sas City. 


Fifty Per Cent Colors; 
Thirty Per Cent Patent 


LYNN, Mass. — About one-third 


er ge and one-half or more of colored 
i 


, seems to be a fair average for 
———— in Lynn this month of 
ebruary. Some shops are up to 60 
per cent on colored kid, and down on 
patent, and others are up to 60 per 
cent or more on patent and down on 
colored kid. 

The colors spread over a variety of 
the pastel tones, all familiar, with 
meerschaum for a new one. Grays are 
being made. But there ‘isn’t much 
noise about them. One never can tell 
a style by its noise. Fabrics of new 
color and design keep coming from the 
textile mills. Snakes and reptiles haven’t 
changed their spots, but are shown 
in new combinations with materials 
more or less familiar. 

Whites are bound to come, according 

to common prediction, but when they 
will come depends much upon the favor 
of the weather clerks. Several Lynn 
firms have stocks of white leather on 
hand. 
Simple pumps, dipped a bit on either 
side, and trimmed with delicate lines 
of color on the throat, ribbon ties, side 
lace oxfords, ‘““whoopees” or fancy sport 
oxfords, centre ornaments, buckled in- 
steps and more cleverly contrived 
straps are among the new patterns. 


Ohio Leather Profit 


Youncstown, OHIo (UTPS)—The 
Ohio Leather Co., at the annual stock- 
holders’ meeting, reported a profit of 
$147,277 after deducting all charges 
except dividends. This is less than the 
net profit for 1927, which was $260,- 
348. President Victor G. Lumbard of 
the company announced that the Ohio. 
Leather Co. was the only large leather 
maker to show any considerable earn- 
ings for the past year. 

e said that the outlook for the 
first half of 1929 was not v bright, 
and stressed the need of ta protec-— 
tion for domestic leather. 
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Shoeman Heads Carnival 


HAVERHILL, Mass.—Heading the com- 
mittee on Haverhill’s first winter car- 
nival held February 22 and 23, was 
George H. Dalrymple of the Dalrymple- 
Dudley Company, manufacturers of 
shoe ornaments. Mr. Dalrymple, a 
member of the local Park Commission 
and Recreational Council, was assisted 
by a large supporting committee of 
merchants and shoe men. One of the 
local parks was the scene of the winter 
sports, which included ice skating, 
hockey, skiing, ars and many 
competitive features. iss Evelyn 
Owens of the Newbury Shoe Company 
‘was crowned Queen of the carnival on 
the final evening. 





Brockton Factories ; 
Close to Capacity 


Labor Is Scarce in Some 
Departments 


Brockton, Mass.—For the first time 
this year Brockton factories now are 
operating at near full production on 
shoes for the Easter trade, and work- 
ers are scarce in some departments, 
particularly the cutting and stitching 
rooms. One large company making 
‘women’s shoes in addition to its men’s 
line is working to capacity trying to 
care for orders for Easter delivery. 
Shoes having in-stock departments also 
are busy supplying demands for at once 
orders for the holiday business. 





Best-Ever Rounds Out 
Line With Hard-Soles 


BROOKLYN, N. Y.—The Best-Ever 
Slipper Co., Inc., of 75 Front Street, 
has taken over the factory of the Styl- 
ish Shoe Company, 9 West Twentieth 
Street, New York, N. Y., a plant de- 
voted to the production of turn sole 
mules and D’Orsays. This is a big 
step’ forward on the part of this fast 
growing concern and will enable it to 
meet the demand of its trade for mules 
and D’Orsays. 

The operation of the new plant will 
be under the personal direction of the 
present management of the Best-Ever 
organization, insuring the highest 
standard product. 

An illustrated folder of the hard- 
soled numbers as well as additions to 
an padded sole line, has just been is- 
sued. 


Shoe Dep’t Closed 


BIRMINGHAM, ALA. (UTPS) — The 
shoe department at the Ideal has been 
temporarily closed, according to L. 
Aland, manager of the store. A new 
department is expected to be reopened 
~ the near future, featuring popular 
prices. 








Stevens Ass’t Manager 


. BrmoincHam, ALA. (UTPS)—A. B. 
Stevens has been appointed as the new 
assistant manager of Milber’s, at 210 
North 20th Street. 














Cushman-Hollis 
Buys Springvale 
Shoe Company 


Boston, Mass.— 
Rumors of impend- 
ing consolidations 
in New England 
culminated this 
week in the an- 
nouncement that 
the Cushman-Hol- 
lis Company of 
Boston and Au- 
burn, Maine, has 
taken over the 
Springvale Shoe 
Co., of Springvale, 
Maine, formerly 
owned by Sears, 
The factory personnel 


John T. Hollis 
Roebuck & Co. 
is being retained intact and there has 
been no interruption to the operating 


schedule. Shoes made in this factory 
are now being presented to the trade. 

“This is the second factory to be 
taken over by us within approximately 
one year,” said John T. Hollis, treas- 
urer of the company, in making the 
announcement of the merger. “The 
A. M. Creighton plant in Lynn was 
bought just about one year ago. By 
taking over the Springvale plant we 
have nearly doubled our capacity, as 
this plant has a daily capacity of 
10,000 pairs, and our main plant at 
Auburn is geared up to make 12,000. 
I feel that the combined factories 
should be capable of turning out in 
excess of 25,000 pairs per day. We 
have embarked on a definite merchan- 
dising program which we feel sure 
= necessitate this increase in produc- 
ion.” 

In addition to his duties as treas- 
urer of the Cushman-Hollis Company, 
Mr. Hollis recently consented to serve 
as chairman of the board of The Foot- 
wear Guild, Inc. 





Haverhill Represented 
at Tariff Hearing 


HAVERHILL, Mass. — Edward M. 
Rickard of the Rickard Shoe Co., 
Everett Bradley of the Bradley-Good- 
rich, Inc., and George F. Hines, sec- 
retary of the Haverhill Chamber of 
Commerce, represented the local shoe 
industry in Washington, D. C., the past 
week, before the hearings of the Ways 
and Means Committee for the con- 
sideration of a protective tariff on 
shoes, and the retention of leather and 
hides on the free list. The local shoe 
men hold a great interest in the tariff 
revision, the inroads of foreign compe- 
tition being felt strongly here. 





Taking Over More Dept’s 


Datuas, Tex. — Hill & Mynatt Co., 
operators of the basement shoe depart- 
ment in the Sanger Bros. store, have 
made arrangements with the firm to 
take over the shoe basement depart- 
ments of the Sanger stores in Waco 
and Fort Worth. Charles W. Miller, 
formerly on the road for the Brown 
Shoe Co., will have charge of the Fort 
Worth branch. 
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WOOD SOLE SHOES 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MF@. CO., ING. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 
$27.00 per doz. and up 


Ostales 
sont on 
request 


HIGH GRADS 1URN MULES and D*ORSAYS 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 





ie $5 Sellers =. $7.98 Sellers! 


Dainty style, good 
fit and wear. 


Samuel Cohen Shoe Co. 
72 Linecoin St., Boston, 
Mass. 





Write for circular. 
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BONDWAY 








WHERE TO BUY 


Wooden Beach Shoes 


oo sos 


Smart. ..Colorful 


WOODEN 


O popular they sell 
at sight. Model 
shown is made in high 
heels, medium and flat, 
and come in four 
pleasing colors with a 
modernistic touch. 
Samples and prices 
on request to mer- 
chants in good 
standing. 


SUNSHINE NOVELTY CO. 


« 530 Broadway, New York City ) 


LO 


WHERE TO BUY 


W omen’s Shoes 


Model 
129-H 





TO RETAIL 





REST-O-ARCH 








L. N. McNatt Dead 


Fort WortH, Tex.—L. N. McNatt, 
salesman for the Johansen Bros. Shoe 
Company of St. Louis, died here Tues- 
day night, Feb. 19, at the Harris Clinic 
Hospital from double pneumonia. Mr. 
MecNatt attended the Texas shoe retail- 
ers convention here recently, became ill 
and was taken to the hospital Feb. 13. 
After rallying, he relapsed and never 
recovered. 

He was born in Henderson, Tenn., in 
1883 and spent practically his whole 
life in the shoe business, representing 
large institutions. He joined Johansen 
Bros. in January, 1927, traveling the 
states of Texas, New Mexico arid Ari- 
zona. 

He was unmarried. His sister, Mrs. 
R. R. Lucas, was at his bedside when 
he died. 

Funeral and burial services were 
held at Henderson, Tenn., his birth- 
place, on Friday afternoon, Feb. 22. 


Felix Ries Moves 


New York, N. Y.—Due to the in- 
crease in his business, Felix Ries, im- 
porter and exporter of leather, has 
moved his offices and stockrooms from 
45 West 34th Street to new and larger 
quarters in No. 2 Park Avenue, which 
houses a number of prominent leather 
concerns. Mr. Ries will continue to 
specialize in the importing of reptile 
skins, gold and silver kid, fancy leath- 
ers, genuine and imitation antelopes, 
and soon will add a brand new line to 
be announced later. 


Patent Upheld 


New York, N. Y.—Validity of the 
design patent, No. 77345, known as the 
“Olga Steck Boot,” held by the Novelty 
Slipper Company, was upheld in a 
consent decree, entered in the United 
States District Court for the Southern 
District of New York, on Feb. 16. In- 
fringers of the patent, in this decree 
were enjoined from further interfer- 
ence with the patent and further manu- 
facture of articles infringing. The 
Novelty Slipper Company announces 
its intention of vigorously prosecuting 
further infringements. 


Features Foot Savers 


PHILADELPHIA, Pa. (UTPS)—John 
Wanamaker has introduced the Foot 
Saver line of shoes, presenting them ex- 
clusively in Philadelphia. 

Among the models they are showing 
black kidskin stepins with an ornament 
of black and steel over the strap elastic, 
at $12.50 and at $10.50, a brown calf- 
skin three eyelet oxford with blonde 
tongue and inlays. 


Stanley’s Adding Shoes 


Litre Rock, ARK. (UTPS)—In re- 
sponse to repeated requests from 
patrons of the store, Stanley’s women’s 
ready-to-wear shop at 608 Main Street 
is opening this month a complete shoe 
department, Dave Morgenstern, man- 
ager of the establishment, mentioned. 
The new section will feature women’s 
footwear at popular prices. 





J. D. Rickard Now 
In Export Business 


HAVERHILL, Mass. — Joachim D. 
Rickard, formerly salesmanager and 
treasurer of the Rickard Shoe Com- 
pany, and Philip W. Thompson of 
Andover, treasurer of the arvard 
Club, Boston, and of the firm of Thomp- 
son and Fessenden, Boston, have 
formed a company for the purpose of 
developing markets—both foreign and 
domestic—for American manufactur- 
ers. The new company is opening of- 
fices next month in Boston and Buenos 
Aires, and other offices will be opened 
in the near future. The Boston office 
will be located in the financial district 
at 1 State Street. 

Messrs. Rickard and Thompson will 
specialize in the development of 
markets in Latin America for manu- 
facturers of American products of all 
kinds. They will also act in this coun- 
try as representatives of foreign man- 
ufacturers who desire to enter the 
American market. 


New Help for Display 
Man 


CuicaGgo, ILL. — 
Curtis Lighting, 
Inc., announces the 
appointment of 
Stanley E. Kraft 
as active directing 
head of their Store 
Lighting Division 
in Chicago. The 
purpose of this 
division is compre- 
hensive illuminat- 
ing engineering 
service which is 
threefold: 

To make mer- 
light a _ practical 


S. E. Kraft 


chandising with 
science. 

To solve store and window lighting 
problems. 

To give new ideas on illumination as 
fast as they are developed. 


C. H. Leonard Dead 


Mippiesoro, Mass.— Cornelius H. 
Leonard, 84, for many years a member 
of the shoe manufacturing concern of 
Leonard, Shaw & Dean, died at his 
home here after a period of failing 
health. For more than 50 years he had 
been identified with the manufacture of 
shoes in this town. Besides his business 
interests he had served in various town 
offices, and more recently he had con- 
ducted an insurance business. 

He started in the industry when only 
seven years old, working at sewing 
women’s shoes. From this experience 
he became foreman of the old E. E. 
Perkins shop in this town, and later 
formed a partnership with Andrew 
Alden and Elisha Richmond. In more 
recent years he formed a partnership 
with Samuel Shaw under the firm name 
of Leonard, Shaw & Dean. He was a 
native of Raynham, and is survived by 
a widow, and a daughter, Mrs. William 
T. Tillson. 





March 2, 1929 


BOOT AND SHOE RECORDER 





Book on Budget Control 


How each part of the business budget 
should be prepared and the principles 
of its effective operation, together with 
a summary of benefits, are set forth in 
a little 40-page book entitled hye 
Control, What it Does and How to Do 
it,” issued by Ernst & Ernst, public 
accountants. This new book is a re- 
vised edition of one published by the 
authors four years ago, which has been 
widely for informative and 
reference purposes by business ex- 
ecutives, engineers and various stu- 
dents of business methods. 

The book begins by defining the 
budget as a plan for coordinating all 
forces and directing them toward the 
attainment of a definite objective. Ac- 
cording to the book, the budget estim- 
ates, in advance, the factors of time, 
volume and value necessary to produce 
a definite amount of sales and profit in 
a given period. It forecasts produc- 
tion, income, expenditures, financing, 
profit and financial position. 


Gilchrist Co. Holds Town 
Meeting 


Boston, Mass.—The Gilchrist Com- 
pany recently held its eleventh annual 
“Town Meeting” at the Chamber of 
Commerce. There were 1300 present, 
consisting of executives and the entire 

ersonnel of the store. President Felix 
orenberg gave the opening address. 
There were motion pictures, vaudeville, 
and dancing. The general chairman of 
the committees was P. E. Woods, as- 
sisted by Mrs. Isabel F. May and J. J. 
Smith. Publicity, L. V. Gaffner, Miss 
A. J. Murphy, G. T. Toomey, B. Rich- 
mond, C. Odenwaller. Entertainment: 
A. E. Stevens, R. MacNair, Miss E. 
Dolan, Dr. C. Crook, W. L. Weiss, D. 
Shuser, A. Bruno. L. L. Thayer, J. Lou- 
rie, L. Palmieri, W. R. Monty, S. 
Epstein. Dinner: H. G. Nieland, Paul 
Goodhue, C. W. Chisholm, F. E. Mint- 
zer, M. Cameron, C. Evans, L. Coul- 
man, W. O’Connor, D. Carlton, M. 
Balmayne. Reception: W. J. Grady, 
Miss M. Maguire, H. Crawford, C. Call, 
Miss B. Grife, Mrs. M. Brolund, S. 
Lowenberg, C. Downes, C. Kempl. 
Property: F. E. Leavitt, L. Goodstein, 
Miss R. Wallace, Miss E. Leach, D. 
Finnerty, and E. Staples. 


Has Lincoln’s Boots 


LyNN, Mass.—C. Ellsworth Hatch, 
of 338 Summer Street, this city, has 
the boots that President Lincoln wore 
the night he was shot. He had them 
from his father, who obtained them 
from his friend, William Clark, into 
whose room in a Washington hotel 
Lincoln was carried the evening he was 
assassinated. 


Leiser Has Shoe Dep’t. 


DututnH, Minn. (UTPS)—The Leiser 
Company has installed a modern shoe 
section in its specialty store, to match 
in price and style the other goods sold 
to women, to complete the ensemble. 
The manager is to be Leo J. Perroult, 
- who is a well-known shoe man. 





Thom McAn Southern 


Managers at Convention 


MEMPHIS, TENN. (UTPS) — With 
eight inches of snow on the ground, a 
large body of shoe men were visitors in 
Memphis for three days last week, at- 
tending the Managers’ Convention of 
the Tom McAn Stores, at the Hotel 
Peabody. Many style experts were in 
the assembly. Fifty-four managers 
from Southern States attended the 
session, which started Thursday and 
continued through Saturday. Among 
officials attending the convention were: 
Frank Mellville, Jr., president; Ward 
Mellville, vice-president; Robert C 
Erb, factory supervisor; Joseph Cra- 
mer, Leonard Shea, LaFayette A. 
Tremblay and George Dick, buyers; 
David S. Shearman, advertising man- 
ager. 

A feature of the convention was a 
model shoe store, where demonstrations 
in fitting and selling of shoes were 
given. A dinner and program of en- 
tertainment each evening followed the 
ag and instruction programs of the 
ay. 
Blond shoes and novelties for the 
spring and summer shared in the top- 
ics discussed. The fellowship banquet 
Friday night was a pleasant feature. 
Frank Mellville, Jr., intimated that his 
company sg to open fifty more 
stores in the South during 1929. The 
chain now has about 450 retail stores. 
The idea that every shoe store manager 
must look upon the store he operates 
as his very own and that he must re- 
gard himself as a merchant in the 
town where he operates was stressed 
at the meeting. 


Bonus for Shoe Clerks 


MINNEAPOLIS, MINN. (UTPS)—Ap- 
preciation of the cooperation of 75 or 
more employees as announced by Pres- 
ident and Treasurer E. C. Bates of 
the Home Trade Shoe stores in 1928 
has been expressed as in the past 10 
years by bonuses based on length of 
service. In the closing year the firm’s 
business approached $1,000,000, and 
the bonus is 5 per cent of the year’s 
salary in each case. The firm also is 
carrying life insurance policies on its 
employees. 


Rosenbaum Opens Store 


Sactinaw, MicH. (UTPS)—S. J. 
Rosenbaum has opened a new shoe 
store at 272 East Main Street under 
the management of Nathan J. Rosen- 
baum, who has been associated with 
his brother for two years in the old- 
established store at North Burdick and 
Ransom Streets. 


Shoes Damaged by Smoke 


(UTPS) — More 
than 3000 pairs of women’s shoes were 
damaged recently at the Gilmore Shoe 
Store here when fire started in a neigh- 


PROVIDENCE, R. I. 


boring dress store. The damage was 
due largely to smoke and was confined 
to the basement, at least in the shoe 
store. 


WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 
No. 600 Black Kid..1.45 1.40 1.35 
No. 609 Black Kid..1.30 1.25 1.20 
Coast Prices Slightly Higher 


BROOKS SHOE 
MFG. CO. 
Philadelphie— IN 


1735 No. 6th 8t. STOCK 
Los Angeles—1162 So. Hill 8t. 








HAND TURNED, BLACK KID 


Bond sor 

Somples 

ROTH &2 RUSHNBERG SHOE CO. 
124 N. Srd St., Philadelphia 














Im Stock Black Bal- 
let Sli 


Child’s $1.15 pr. 


BLOG SHOD CO., INC. 
147 Duane &t., 
New York, N. Y. 














Rights and Lefts 
Two Grades 
Wos. Miss. Ohi. 
81.50 $1.45 $1.40 
1.85 1.80 1.25 


Im Stock 
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WHERE TO BUY 
Standard Shoe Materials 


ie eh 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 
CREESE & COOK CO. 








Tanneries at Danverspert. 95 Seuth St., Besten, Mase. 








est Virginia 


h reputation of its users 
is significant of its merit. 
Puly Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 
Slipper Supplies 

















Store Fixtures 








Gains in Columbus 


CoLumBus, OHIO (UTPS)—Records 
of sales in seven retail stores in 
lumbus, including department stores, 
as to sales of women’s shoes during 
the year 1928 show that there was a 
gain of 11.1 per cent in the volume of 
such sales over the —_ year. 
Likewise sales of children’s shoes 
showed a gain of 7.6 per cent in 1928 
compared with the previous year. 
Women’s and children’s hosiery dur- 
ing the same period showed a gain of 
8.9 per cent. These figures indicate 
that the year which closed a short time 
ago was a good one in shoe and hosiery 
retailing, especially as it concerns the 
reporting stores. 





New Cleveland Store 


CLEVELAND, OnIo (UTPS)—A new 
shoe store will be o on or a 
March 15 by I. J. and S. Wy- 
man. The location is on Huron Road, 
just off East Ninth Street. Ladi 
shoes will be handled in a $6.00 price 


town and The 
new store is about 20 feet 50 feet 
and is with the im- 


proved gn and modernistic 


New Lexington Store 


LExIncTon, Ky. (UTPS) — Runges 
Shoes, Inc., Bp Re North ne 
Cc. L. Creelman is 





Patent More Popular 
Say Mid-West Merchants 


CINCINNATI, OHIO—Merchants seem 
to think that everything to match will 
be quite the vogue for spring. Dif- 
ferent fabrics are being shown a great 
deal in the shoe and hat ensemble and 
it appears that fabric footwear will be 
popular for spring. New prints in 
sash tee on dea te Saat oegeet. 
match are on display in many 
ment stores and these may be had in 
colors from quiet to multitudinous, 

Sunburn colors are very important 
this season and are being shown in a 
gamut of shades. New tw espe- 
cially for mason wear may be had in 
any color scheme and red, blue, yellow 
and green kid are being shown in all 
price ranges. 

Retail merchants report that black 
patent is getting a little stronger and 
they expect it to ym quite a bit of 
its lost popularity during this season. 
Black kid is also listed as good and 
quite a bit of it is being shown. 

Watersnake is good and Java lizard 
apparently holds about the same place 
that it did last spring. A few suede 
shoes and suede combinations may be 
seen here and there and nice ae 
< black satin are being received at the 
shops. 





“Try On” Slippers 


For something new under the foot, 
there are the “Try On” oe which 
enterprising clothiers provide for their 
customers. Many a pair of trousers 
has been ruined when a hasty-tem- 
pered young man tried to push his 
leather brogued foot through the legs 
of trousers which he was trying on. 
Nothing like that ever could happen 
were the feet shod in slippers. Hence 
the clothiers provide slippers. The 
slippers, of course, match the store col- 
ors, and are sizes enough to fit all sorts 
of feet. Mule styles are preferred, be- 
cause a mule will fit a foot a couple of 
sizes up or down. 





Box Heels in Texas 


Waco, Tex.—Phil Cohen, who trav- 
els Texas and Louisiana for the Wolff- 
Tober Shoe Co. of St. Louis, says that 
while the merchants are buying closer 
this season, the volume of sales show 
a gain over a year ago. The big sur- 
prise is the way box heels are selling 
in his territory. In spite of the de- 
mand for colors, a 25 per cent of 
the early orders are on b shoes. 





Magazine for Children 


BIRMINGHAM, ALA. (UTPS)—Copies 
of Junior Home Magazine, a juvenile 
publication, were given away at the 
juvenile shoe department of the Louis 
Saks Store here last week, as an in- 
ducement to draw children to the de- 
partment. 


Cooper With Weil 


. E. Cooper, former- 


ty i charge of Cunningham’s shoe de- 
n s 
Cleveland, has taken a sim- 








nd, 
lar position here with the Weil Store. 








Palais Royal Adds Shoes 


Fort SmirH, Ark. (UTPS)—In ac- 
cordance with an expansion Fy vee 
being ‘caried out in each of the seven 
stores in Arkansas and Louisiana of 
the Palais Royal chain of ready-to- 
wear establishments, Phil Fine, man- 
ager of the Fort Smith store, today an- 
nounced the opéning of a shoe depart- 
ment. 

This shoe department is located on 
the second floor of the local store, 
which recently was remodeled and a 
color scheme of pea green and buff 
used. In the rear of this department 
is a lounging room furnished for wo- 
men patrons. 

Herman Taul, formerly with the 
D. H. Holmes Company of New Or- 
leans, has been oe by Jack Fine, 
president of the Palais Royal chain, to 
take charge of the new shoe depart- 
ment. Shoe departments are to be es- 
tablished in each of the seven stores. 





Reptiles Leading 


DALLAS, TExX.—Grey and beige re 
tiles are taking a big lead in the early 
selling, says . W. Griffith of the 
Neiman-Marcus Co. Every indication 
points to a fair season of high colors. 
In the twenty-five shoes of this char- 
acter carried by this store which retail 
up to $22.50, eleven have shown such 
strength that resizing is necessary. 
Purple, green and yellow crépes, sell- 
ing at $15, are also good. This month 
the reds, eg pinks, yellows and 
light blues have been very strong. “We 
are selling lots and lots of black shoes, 
too,” added Mr. Griffith. 





To Open New Store 


BIRMINGHAM, ALA. (UTPS)—H. W. 
Tankersley, formerly manager of the 
shoe department of the Burger-Phillips, 
will open a new shoe store in Birming- 
ham in the near future. The store will 
be located on Twentieth Street, Birm- 
ingham’s shoe row, and will be known 
as the Worth Store. The store will 
"gaa shoes priced at approximately 





Changing Price Range 


BIRMINGHAM, ALA. (UTPS) — The 
shoe department cf Herman Saks is 
doing away with its stock of $8.50 and 
$12.50 shoes and in the future will fea- 
ture $7.50 and $10 shoes, according to 
Joe Dannis. 


Frank Remodeling 


MeEMPHis, TENN.—Lee L. Frank is 
remodeling the entire second floor of 
The Bootery. He expects to open his 
new Red Cross Arch Tone Shop here 
by the 1st of March. A model chirop- 
ody office is being installed, which will 
be a brand-new idea for this town. 


Vidro Succeeds Father 


GRAND Rapiws,; Micw. (UTPS)— 
Frank Vidro has taken over the inter- 
est of his father in the firm of A. Vidro 
& Son and will continue the business 
under that style. The store is located 





at 652 Stocking Avenue. 
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The House Slipper 
Market 


is sure and steady. You can 
buy stock with confidence of 
profit—if you stock Greeley 
Boudoirs. A standard line in 
colors or black—rubber 
or leather heels. Your 
jobber should have them. 


If not—write to us. 








bie A. W. GREELEY = 
12 Duncan, St. - - - Haverhill, Maw. [S24 








HENRY LILLY CO. 


110 Duane St., New York 


Wholesale Shoe Auctioneers 
Trade Sales of Shoes 


Every Wednesday and Friday 


A Leading St. Louis 
Manufacturer Writes Us: 


“We wish to compliment 
you on the deliveries and 
the quality of workmanship 
of your bows, which are 
much better than we have 
been getting from any other 
bow manufacturer.” 


(Name on Request) 
=, 


This letter is one of many more like it re- 
ceived from satisfied customers. Manu- 
facturers desiring quick deliveries and 
quality workmanship are requested to 
write. We sell manufacturers only. 


Vanity Novelty Works 
1261 Atlantic Avenue Brooklyn, N. Y. 


“Ask your manufacturer for Vanity Creations” 

















Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 
Catering to the 
SHOE and LEATHER 
INDUSTRY 


Largest and Most Comfortable Sample Rooms 
in New York 


Moderate Rates Under New Management 
Wire Reservations at Our Expense 








APPROVED BY MEDICAL MEN 


WENTILATIONS 
PATENTED 


Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street Brockton, Mass. 


—HOTEL VICTORIAW— 


Newbury at Dartmouth Street, 
Copley Square, Boston, Mass. 


Quiet, refined and homelike. In the heart 
of the Back Bay. Telephone in every suite. 
(Rates $3.00 per day and upwards.) The 
Victoria has been noted for many years for 
its unexcelled cuisine. Its Restaurant and 
Grill are features unique in themselves. 


LOUIS P. LaFRANCHE, Managing Director 


























LON co. 
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POSITIONS WANTED 


dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in 

twelve words must be allowed for address. 

vertisers desires replies forwarded direct to 

each word of their address must be counted 
vertisement and paid for accordingly. 

Payment in advance is required, except when 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











SALESMEN WANTED 


With established trade in 
Texas, Michigan, Kentucky 
and Tennessee to sell fast line 
in stock ladies popular priced 
novelty shoes. Liberal com- 
missions. Good opportunity 
for big earnings. 


SHU STILES, INC. 


1330 Washington Ave., St. Louis, Mo. 











ALESMEN to carr 


t 
0 'STOCK spaniatly wo samples of IN 


Health shoes 





line of shoes and has a 
section. Write Hurd Shoe Co., 
N Y., giving in confidence, age, i, sold, 
amount of shipments for two years and 
two or three responsible references. 





letter. Manolis M: 
248 No. Crawford Ave., 





SIDE LINE MEN WANTED with good fol- 


Tre wg ow A New 





WANTED—Shoes, for retail 


LESMEN 
S4 — 


ri sey ca side | state 
‘Address eae ae a, 
nals, OF Seduae A ade ee. 





SALESMEN WANTED 


For the States of Illinois or Indiana 
for a fast selling line of “‘extreme’’ 
women’s tall at fa, $5, shoes as Stock” 


po ban A. 
established trade oa” 
within the States mentioned need 


nl 
. Marks Shoe Co., Inc. 


weer Washington Ave., 
St. Leuis, Missouri 











HOUSE Slipper Salesman with following 
among Chain Department Stores and job- 
bers to carry America’s greatest slipper value, 
our leather sole bag AE can retail for $1.29. 
State fully territo covered. Six percent 
commission. “PRI 4 eo ” 29 W. 17tb Street, 
New York City, N 


RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Arkansas and 
Louisiana, Indiana, Oregon and Washington. 
Nevada, Kentucky and Tennessee, City of 
St. Louis. Want men to carry our line of 
In Stock Leather House Slippers as side line. 
Must live on territory and cover same close by 
auto. Give full particulars in first letter. No 
drawing account. eekly settlements against 
orders received. Twenty men now successfully 
selling line. Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers), 
35 York St., Brooklyn, New York. 


S808, salesmen in all territories who could 

handle non-conflicting side line on strict 
commission basis. Write for particulars, detail- 
ing territory covered, and submit business ref- 
erences. Address D-989, care Boot and Shoe 
eregeee. 239 W. 39th St., New York City, 











SALESMEN WANTED—Experienced selling 
men’s dress welts, one man for each of the 
following states: Indiana, rg (except Cook 
pre ny Iowa, Kentucky and Tennessee, young 

en’s pattern extort | to retail fer $2.95, $3.45 
sad $3.95, IN STOCK. State your age, expe- 
rience, reference and have you a car? Address 
D-992, care Boot and Shoe Recorder, 1627 
Locust St.. St. Louis, Mo. 


ALESMEN to carry line of men’s, women’s 
and children’s felt and tac slippers with 
—_ soles, = with heels for established con- 
All states except New York, New Jersey, 
filinois, North Carolina and Virginia. 
ission basis. Antonoff Novelty Moni Co., 
. New Yerk Citv. N. Y. 
RESI TENT ‘Sevaes to carry line of men’s, 
women’s and children’s felt and leather 
bedroom peers with soft soles, also with 
a gy K, --8 ns — 
ress care Boot an hoe 
oe 239 W. 39th St., 


New York City, 

Sa WANTED—Salesmen with good 

to carry our line of popular priced 

novelty children’s shoes in Turns, Stitchdowns 

wt 3 McKays. W. Mig Ohio, i Sa 
hington, .. Arizona, lorado, 
Mexico. Other good territory also open. 

strict side line. Pay seven per cent commis- 

sion; easiest y ge line on the aay Sam- 

ples -—, reahy ve p potas: & first letter: 

samvles sixteen . Onali i 
Company, 216 Wilder St., Rochester, NY hoe 











WANTED 


A experienced salesman representation for 


Kay! 
selling would be 
dress D-98i, care pot Cy Shoe Recorder, 
Federal St., Boston, 














WANTED by Kansas City Salesman special 

priced merchandise to sell shoes, rubber 
footwear, work clothing, hosiery and gloves, 
calling on and selling some 300 live accounts. 
References exchanged. 721 East 48th St., 
Kansas City, Mo. 





LINE WANTED—Shoe line wanted. Expe- 
rienced and as references. Rufus 


Gardner, Jr., Dunn, N. 





WANTED: By a combination of 
three experienced salesmen, a connection 
with a Shoe Manufacturer who can fill 
the requirements of the big retail trade. 
Can finance ourselves and will give our 
entire time to the right manufacturer. 
Address D-994, care Boot & Shoe 
Recorder, 189 W. Madison St., 
Chicago, Ill. 














FOR SALE 





FoR SALE—Shoe store, wonderful locality, 
carrying an exclusive line men’s and wom- 
en’s os shoes. Good reason for selling. For 
particulars address D-987, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





BRICK BUILDING, 41 x 120 feet, four 
stories and basement, situated in wholesale 
district, within 1000 feet of freight and express 
depots. Direct railroad facilities north, east, 
south and west from this point. Good location 
for branch in-stock department of large manu- 
facturer, any line. Further particulars, address 
Charles C. Scott, Lowndes Building, Clarks- 
burg, W. Va. 





FOR LEASE 





FOR LEASE—Chain Shoe Stores. I have 
best location in Fort Worth. Texas. Beau- 
tiful show window, ten year lease. Three chain 
shoe stores same block, big retail district sur- 
rounds. Address D-990, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





The advertising pages of the Boot and Shee 
Recorder constitute an almost inexhaustible 
source of information as to where and what 
by . They are worthy of your closest 
a ion. 
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POSITION WANTED 


WANTED TO PURCHASE 





_ POSITION WANTED 


Can You Use an Experienced Shoe 


EXECUTIVE OF 


With present concern for past seven years. 
Past four years general manager of chain of 


personal reasons. 


PROVEN ABILITY? 


Desires change for 


women’s retail shoe stores; in charge of personnel, advertising, mer- 


chandising and rentals. 
Full details and references only 


Age 25, married, unquestionable integrity. 


by interview. Address D-991, care 


Boot and Shoe Recorder, 80 Federal St., Boston, Mass. 


THOROUGHLY EXPERIENCED 
Shoe man, twelve years retail field as 
manager, buyer and owner. One year 
manufacturing ladies’ turns. My experi- 
ence should prove valuable to progressive 
store desiring buyer or manager. Age 31. 
Married. Details on request. Address 
D-988, care Boot Shoe Re- 
corder, 239 W. 39th St., New 
York City, N. Y. 








WANTED 


by an experienced style man and sales man- 
ager a permanent position with a growing 
Women’s Novelty Shoe manufacturing con- 
cern in St. Louis, Missouri. Satisfactory 
——- = rf correspondence solicited. 

Boot & Shoe Recorder, 


Addr: D 982, 
80 Federal st., Boston, Mass. 











OUNG man four years’ retail shoe experi- 

ence, employed at present, desires position 
with a future. References. Address D-993, 
care Boot and Shoe Recorder, 1627 Locust St., 
St. Louis, Mo. 





TYLE MAN who is a model cutter and de- 

signer, open for position. At present with 

high-grade turn house in New England. All 

— shoe factory experience. Some selling 

perience. Twenty-four years old. Married. 

yo 5 me D-978, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





MERCHANTS’ NEED 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc. in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 











LABELS 
SHOE CARTONS 


EXCWSIVE BUT NOT CLPENSIYE 
SAMPLES UPON RQUESI 














EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 











TO BE SURE THAT YOU RECBHIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Ine. 
596 Broadway, New York, N. Y. 














MERCHANTS’ NEED 





DISPLAY | 
FIXTURES | 


DISPLAY FIXTURE CO 


OF EVERY | 
DE ESCRIPTION 


id for Catalog 


B46 } 








$39.50 


For Complete 
Set 


Consisting of 1 ~ 


stands 12- 18 end 24, 
assorted. 


Solid 
Walnut. 


ae ed Bases — 
Connections. 


Write for yo a Window Fabrics 
and Window Valances 


THE HECHT FIXTURE CO. 
233 South Wells St. CHICAGO 


American 











MacDonald Joins 
Sorenson 


St. Paut, MInn.—H. G. MacDonald, 
who for-the past few years has been 
buyer of.shoes for the Powers Mercan- 
tile Co. of Minneapolis, has associated 
himself with the Sorenson Shoe Stores 
who maintain headquarters in St. Paul. 

Mr. MacDonald’s responsibilities call 
for merchandising and supervising all 
buying for their stores, in the Twin 
Cities, Fergus Falls, Mankato, Roch- 
ester and Stillwater. 

Mr. MacDonald formerly was with 
R. H. Fyfe & Co. and C. H. Baker of 
Detroit. 





Fire Destroys Store 


BELDING, Micu. (UTPS)—Fristoe & 
Rummler, shoe merchants of this vil- 
lage, suffered a complete loss of their 
stock and equipment in a fire which de- 
stroyed the building they occupy, with 
a loss estimated at $20,000. Glen E. 
Wortley is the owner of the property. 
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BUY as you SELL . 


And Avoid Frozen Capital in End-Sizes 
The Recorder Stop Record System Helps You Do Just That! 
3 One hour a week 
sgeeaniaes- co keeps your rec- 
=a ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 





Send for your 
copy today; it 
will prove an in- 


valuable aid in 
keeping you ac- 
curately in- 
formed from day 
to day. 














Stock Record Book with 4 
Inventory Pads 


$5.50 


West of Denver $6.00 
Canada and Foreign Countries $6.50 
including 1000 shoe 
CARTON TICKETS 
nine Bina (with clips) $8.00 
West of Denver 8.50 
Shoe Carton Tichets Canada and Foreign 9.25 


50c. per 100; $1.50 for 500; $2.50 for 1000. 


Slips supplied when quantity ordered is 500 or more. 
Posta id—check with order please. Postage Prepaid—Check with order, please 


MERCHANTS SERVICE DEPARTMENT 


| Boot and ShoeRecorder : 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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THE UNITED 
CUSHION “D” HEEL ul¥ep 
IS A TRIUMPH OF CUSHION HEEL 
STYLE 


AND 


GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION Look for the 
MAKES THESE “— 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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The Boot and Shoe Recorder 


Serves in | 
Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right Purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoes merchants. The chief purpose of Tue Boor ann SHoe Recorper 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes 

noe fraduelin Genk dentiedion 


In this Issue— 


Up WITH THE MARK-UP........... By Murray C. French.......... 55 
The New Slogan for Spring and 
Summer. 
How Tarirrs ARE MADE........... New Theory of Protection...... 57 
First FIGHT OF TARIFF............ At Washington Last Week...... 58 
Before Ways and Means Com- 
mittee. 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 60 
WHITes FOR SUMMER WEAR........ Special Style Report .......... 62 
As Natural Complement to Sun 
Tan. 
Buy-WINDsS OF FASHION........... By Madame Hamilton Jeffries. 64 
Definite Style Trends. 
SUMMER FOOTWEAR STYLES ........ The National Trend .......... 65 
Speep LINES IN SPoRTS WEAR...... A Feminine Trend ........... 66 
Straps WITH DEFINITE DesIGN.... And Distinct Patterns ........ 67 
NEw DESIGNS IN PuMP TYPES...... New Patterns and Details ..... 68 
OxForD EFFECTS FOR SUMMER...... Style and Smartness .......... 69 
Men Reavy To Accept LIGHT 
WONG og Kine ooh wo v cdesc¥asie New Ideas ..... pie eisn aban t 70 
BLACK AND WHITE RULES THE 
WANES obese cen 6e bake eeeasenn In Men’s Sport Shoes......... 71 
LIGHT-WEIGHTS ON THE MAP....... Comfortable Types ........... 72 
ALL READY FOR THAT SPRING OPEN- 
WG vcs adc kvse sew seas ae a We ks GROUNIONS 6 6 dn 0 3.5:0:9.6-0% 73 
Advertising Helps. 
DoLLING UP THE WINDOWS........ For the Spring Opening....... 75 
WHo’s WHO ON THE ROAD..... .eo+ By Helen M. Haney.......... 81 
News of the Travelers. 
SHoe MERCHANT NEWS ........... About Retailers .......cececees 89 
SHOE MARKET NEWS ...........-. . About Manufacturers ......... 96 


OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 











GEORGE W. R. HILL B. C. BOWEN 








Directors of the ration, in addition to 
the above-named = are as follows: as 
A. C. PRARSON Hueu BowEn 4 ‘AHRENDORF 
THOMAS H. Furser R. L. Seward 
Owen A. ane - 
SUBSCRIPTION ong ag sili tas 
of the Boor anp SHos Recorpmr 5 or. one r udes 
ee ee States, its Canada, Mexico, Spain and its colonies and South 
A ( Venesuela and the hich is $6.00). 


merica 
FOREIGN SUBSORIPTION—The 7 to all foreign countries except the above is $6.00 per 
All subseriptions ase payable fa & Single copies 25 cents. 
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A buying guide to 


Ault-Shackford Shoe Co., Auburn, Me.... 36 
Ault-Williamson Shoe Co., Auburn, Me.... 90 
Bancroft Walker Co., Boston, Mass...... 7 


Best-Ever Siipper Co., Ine., Brooklyn, 
N. Y¥ 97 


eee Pee eee eee ee eee eee eee eee eee) 


Blog Shoe Co., New York City........... 99 
Bond Shoe Co., New York City......... 98 
Brooks Shoe Mfg. Co., Phila., Pa........ 99 
Burkley Shoe Co., Brockton, Mass......... 101 
Central Shoe Co., St. Louis, Mo.......... 28 
Churchill & Alden Co., Sesion, = 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
Mass. 96 


Oe eee RUSE UCU CECE Cee eee eee 


Cohen, Samuel, Shoe Co., Boston, Mass... 98 


Commonwealth Shoe & Leather Co., Whit- 
SRE, SN |. Sop dice ciGew sc ncseseedeedbic 96 


Curtis, Stephens, Embry Co., Reading, Pa. 
40, 41 
Daniels & Taylor, Derry, N. H......... 78-79 


Duttenhofer, Stanley, Shoe Co., Cincin- 
I es ote spices seeded coecesnccinedé §2- 


Drew, Irving, Co., Portsmouth, O...... 20-21 


Educator Shoe Corp., New York City..... 80 
Emerson Shoe Mfg. Co., Rockland, Mass.. 96 
Evans, L. B., Sons, Wakefield, Mass...... 101 


Gale Shoe Mfg. Co., Manchester, N. H.... 98 
Greeley, A. W., Co., Haverhill, Mass..... 101 
Coe maa, Felt Shoe Co., Saale, | 


Heywood Boot & Shoe Co., Worcester, 
Mass. 34 








Johansen Bros. Shoe Co., St. Louis, Mo... 1 
Johnston & Murphy, Newark, N. J....... 9 


Lancaster Shoe Co., Elizabethtown, Pa... 19 
Lilly, Henry, Co., New York City........ 


Menihan Co., Rochester, N. Y...........+. 
Morris Bros. Shoe Co., Quincy, Ill....... 
Nettleton, A. E., Syracuse, N. Y......... 






Packard, M. A., Co., Brockton, Mass..... 96 
Paristyle Footwear Mfg. Co., Inc., New 
TE MED 06:0 dd eS onte cet bvieceuctauve 97 


Plant, Thomas G., Corp., Boston, Mass.. .50-52 


Red Wing Shoe Co., Red Wing, Minn.... 46 
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Rice-O’Neill Shoe Co., St. Louis, 
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Gotham Silk Hosiery Co., New York City..114 


Kramer Hosiery Co., Milwaukee, Wis 
Krueger-Tobin Co., Inc., New York City. .134 


McCallum Hosiery Company, 
ton, Mass. 


Miller Hosiery Co., New York City 
Mitchell, Edward S., Inc., New York City. .111 


Mock, Judson, Voehringer, Inc., New York 
City il 
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LEATHER AND OTHER MATERIALS 
Bearfoot Sole Co., Boston, Mass 


Creese & Cook Co., Boston, Mass 
Evans, John R., & Co., Camden, N. J...44-45 


Goodrich, B. F., Rubber Co., Akron, Ohio.24-25 


Goodyear Tire & Rubber Co., Akron, ~> ne 


Graton & Knight, Worcester, Mass. .3rd Cover 


Hecht, F., & Co., Inc., New York City... 8 


4 


Schmidt, Carl E., & Co., Detroit, Mich... 4 
Sieberling Rubber Co., Akron, O.. .35-36-37-38 


- Thayer-Foss Co., Boston, Mass 
West Vi Pulp & Paper Co., 
City 





SHOE ORNAMENTS 


French Beading & Novelty Co., Phila., Pa. 34 


Hecht Fixture Co., Chicago, Il 
Heywood-Wakefield Co., Wakefield, Mass. .103 


Milwaukee Chair Co., Chicago, Ill......... 31 
Pollinger, M. D., Co., St. Louis, Mo 
Rublack, Emil, New York City 


Scott Foot Appliance Co., Omaha, Neb.... 43 
Segall & Co., Philadelphia, Pa 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, 


Compo Shoe Mach. Corp., New woe 


Littleway Process Co., Boston, Mass 
Providence Braid Co., Providence, R. I.... 22 


United 


United 
Mass. 


MISCELLANEOUS 
American Weekly, New York City 


Exvort Surplus Purchase Co., Inc., 
York City 


Hotel Claridge, New York City 
Hotel Morrison, Chicago, Ill 
Hotel Victoria, Boston, Mass 


Illinois College of Chicago, Chicago, Ill... 46 
Kimberly Clark Corp., Chicago, IIl 17-18 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y..103 
Tolman Print, Brockton, Mass 


United Publishers Corp., New York City.94-95 
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you will find 


in the 
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Recorder 


‘ILL ROBERS paints a word 
picture of the collegian start- 
What 
the man saves out of his hat bills he 
We 


anticipate a greater interest in men’s 


ing the fad of going hatless. 
can afford to put into shoes. 


shoes, more tans—more sports wear 


—more profits. 


George Geuting’s statement is a 
classic: “A man would rather take 
a licking than ‘break-in’ a pair of 
uncomfortable shoes.” Expect a 
change in men’s shoes of radical im- 
portance—shoes designed for interior 
comfort, as well as exterior stability 


and light weight construction. 


DOZEN merchants in the South 

tell in a line of type apiece what 

they feel will be good for the advance 
season. Each of them bases his state- 
ment on what he has actually bought 
for that period. As the South goes 
now, so goes the Nation in June. 
This survey of style and color is most 


significant. 
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The Capitol Shoemakers 

of St. Louis 



































Fashionable footwear on a firm foundation 


HE Capitol Shoemakers of St. Louis have selected 
INVISIBLE MIDDLESOLE as the most dependable foun- 
dation upon which to build their fashionable footwear 
creations. INVISIBLE MIDDLESOLE means a damp-proof, 
squeakless sole with longer wear and greater comfort. 


Specify Invisipte MipDLesOLe in your next order | 
« 





BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING . BOSTON 
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our 
dtore, 


Commencing January first, we are 
paying all parcels post, express 
or freight charges on all ship- 
ments to any part of the U. S. 


This means that, through buying 
Rosaine Hosiery, you will be able 
to save the total amount of your 


present delivery charges 
and add it to your NET profits. 


Consider this saving in planning 
your lines for 1929. Write for 
Rosaine price list today! 


ROSENHAIN CO., Inc. 
220 Fifth Avenue New York 
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CENTRALIZED Buyine 


AND 


EabpiEes HOSIERY 


@ In this era of merchandising it is surprising to find 
shoe chains who are not capitalizing on their hosiery 
opportunities. The strength of the chain is mainly its 
method of operation — CENTRALIZED BUYING— 
yet, some still ignore this principle in their hosiery 
departments. 


@ As specialists in ladies full fashion chiffon hosiery, 
exclusively, we offer direct mill sources of supply to 
specialty jobbers and shoe chain stores who can oper- 
ate on a jobbing basis through our merchandising plan. 


@ Our specially constructed quality merchandise repre- 
sents seventy-five per cent of the hosiery sold by leading 
shoe chains whom we are supplying. 


@ We are now able to serve additional accounts and 
will gladly submit our plan upon request. 


EDWARD J. MITCHELL, Inc. 


SOLE MILL AGENTS 
220 FIFTH AVENUE NEW YORK 


[Specialists in ladies chiffon hosiery exclusively to shoe chain stores and specialty jobbers] 
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IN AIT SMART SHORS 


Now-—The New Sunburn Shades 

















SprinG! New clothes! A colorful ensemble to 
match the bright days—gracefully slenderizing 
stockings to complete the ensemble! ... . In 
Spring the feminine heart “seriously” turns 
to a desire for clothes. During warm sunny 
days, what delightful tunes these desires 
will play on the cash registers in smart 
shops—that display GOLD MAID 
No. B60 Steeple and Duo-Steeple Hosiery .. . . No. B50 
tiineen cae Write today for sample and color chart my-¥- 
shee iy oi chiffon. of new Spring shades. Immediate wx fieny chill. 
delivery from our Chicago stock. 


162 =: 13° 
\ No. 70 Duo-Steeple Heels with black contrast- 


ing heels, delivery March 10, prices on request. 


GOLD @ MAID 


Hi © Ss 454 EL WR > 


Sole Distributors » 319 West Jackson Boulevard + Chicago, Illinois 


LICENSED UNDER 8 / S. PATENT NUMBER 1,111,658 
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APPROVED BY FASHION 
Or 
UNDER SOUTHERN SUNS Gordon 


Gordon “Skin - Tone” Stockings 


are smart for our Northern spring 


Os. 0. co. "20 


There are proving-grounds of fashion for the coming Spring 
.-- and these proving-grounds are the Southern resorts. At 
these gathering places of the elite, women with tanned faces 
and necks and arms felt the need for stockings in a com- 
plementary shade — to give the final touch to the costume. 
The effect was so decidedly flattering that the same idea was 


speedily adopted for all complexion tints. So—the vogue 


started, and Gordon took the lead with a whole new series 


of skin-tones. 

FOR THE FAIR-SKINNED WOMAN: “Champagne” to com- 
plement her natural coloring; “Noon” to lend it warmth of 
tone; “Fairtan” for a sunned effect, and “Circe” for evening. 
FOR THE WOMAN OF MEDIUM COMPLEXION: “Rachelle,” 
Soudan,” “Blushtan,” and “Cymbeline.” 

FOR THE BRUNETTE: “Ormond,” “Coronado,” “Pandora,” 


and “Casino.” 





FOUR VERY NEW deep suntan tones are “Alamo 
The name “V- Line” — regis- 


Tan” and “Sonora,” with a golden cast; “Poca- tered with the U. S. Patent 
hontas,” a coppery tone; and “Ramona,” a daring pi saat 
—embodies our original idea 
for beautifying stockings. 
And—to protect our dealers 
and ourselves—we purpose 
vigorously to prosecute any 


BROWN DURRELL CO. _ | itor mn 
NEW YORK ° ° BOSTON distributor or dealer. 
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adaptation for the suntan of brilliant complexions. 




































Style... New as To-morrow 
But Quattty, too! 






Very definitely, style and beauty are the de- 
ciding factors in over-the-counter sales to-day. 
But there is something more fundamental still 
—the faith in your product that brings people 
to your counter—the faith instilled by good old- 
fashioned quality. 


Gotham Gold Stripe stockings, sheerer, more 
beautiful than ever, not only meet the immedi- 
ate over-the-counter sty/e demand, but the un- 
changing high quality for which they have been 
famous for years makes a permanent customer 





of every purchaser. 














,OTHAM 
GOLD STRIPE 


Gotham Silk Hosiery Co., Ine. 


MANUFACTURERS 
389 FIFTH AVENUE, NEW YORK CITY 


Owner of Pointed Heel Patent No. 1,111,658 
Mills at: Philadelphia, Dover, Passaic, Wharton and New York 
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In this Issue you will read 


SUN WORSHIPPING 

REALISM-IDEALISM ° 

$40,000 A YEAR ON $2,500 STOCK ° 
THIS AND THAT, FROM HERE AND THERE . 
SEEN IN THE MARKET BY OUR ARTIST 

THE COLOR TREND . ° 

EYE CATCHERS FOR EXTRA SALES 


WHAT WILL THE HOSIERY REPAIR DEPARTMENT 
DOP. . .- . & * 


CHEAP SHOES, BUT EXPENSIVE HOSE 
APPEALING TO ODD SIZES . 

SUMMER WHOOPEE . 

NEWS O’ THE MARKET 


HOSIERY AND ACCESSORIES 








Pinhole 
Me foju ol 


Worth Showing? .... once you’ve stocked this 
popular number you'll find that it makes a highly 
profitable showing. Pin-hole is the newest style 
. + + patterned after the famous innovation by Jane 
Regny that made even Paris sit up and take notice. 
Mojud makes it in all the wanted Spring shades 


and backs it up with an extensive dealer-aid cam- 
+ _ paign that will make your department the Hosiery 
LN Bw | Style Headquarters of your city. Investigate! 


INKLE JF TAILOGRED For immediate delivery in the following shades: 
EVENING MISTERY SUN BLUSH 


H O JS x R Y SUN BRONZE BAMBON ... LIDO SAND.... 


* Worth Showing” CREOLE ... MANON...ALI BABA... GUN METAL 


$24 a dozen....SEND FOR SAMPLES 


Mock, Judson, Voehringer Co., Inc., 212 Fifth Avenue, New York City 


20 
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SUN WORSHIDING 
News and Uiews on 
Prices and Other Things in 

the ‘Realm of Hosiery 


“ 


alors, Styles, 


> 


> 





H E sun may never set on Fighting Bare Legs 
British soil, and it seems 
to be keeping a 24 hour 


the hosiery trade. 


LONG with the sun-tan 


over vogue, of course, goes the 


vigil 


First off, the color range in hosiery for spring and 
summer, 1929, is based directly upon the sun’s effect 
Sun tanned skin shades are decidedly 


on human skin. 
“IT.” When it becomes 
fashionable to be sun 
tanned, you may be sure 
that every bit of merchan- 
dise which has an angle of 
fashion to it will immedi- 
ately begin to swing in line. 
Lest you doubt the fact that 
sun-tan is a vogue, we point 
to the fact that even jewel- 
ry has gone in for it. The 
makers of one of the best 
known brands of imitation 
pearls have just brought 
out a line of sun-tan pearls 
—and is selling them in 
large quantities to high 
grade stores all over the 
country. Is more evidence 
needed? A prominent New- 
ark store has just installed 
a battery of quartz lamps to 
artificially tan its customers. 
Just notice the ads for sun- 
tan lotions and dyes in the 
daily papers. 


Miss Katherine 
Clark of Philadel- 
phia follows two 
hosiery fashions at 
once at Palm 
Beach. She is wear- 
ing a pair of deep- 
ly sun-tanned silk 


menace of bare legs. 


new ideas have recently 


HOSIERY AND ACCESSORIES 


and fighting it in an astute and subtle manner. 


The hosiery trade is fighting it 


Two 
been sprung in the hosiery 
market that 
answer to the bare-leg prob- 
lem. One of them is a com- 


bination sock and stocking. 


are a direct 


the stocking of sheer silk 
which the 
leg, and the other is an idea 


simulates bare 
which has tremendous pos- 
sibilities—that very 
sheer seamless hose, which 


of a 


gives a greater illusion of 
a bare leg than anything 
else, and yet provides a cov- 
ering that hides blemishes 
These stockings are made 
with a low heel reinforce- 
ment which does not show 
above the top of the shoe. 
They have already been put 
on sale in one New York 
shop, Oppenheim, Collins & 
Company, at $1.35 a pair. 
At least two manufacturers 
are offering these hose at 
Another 
sell at $1.95 a pair, retail, 


present. one, to 


hose, and over them 
a pair of silk and 
wool socks, im 
which the stripe in 
the cuff matches 
the color of her 
wo - piece sports 
costume 











is being made by a Southern pro- Bare legs? 


ducer, of three strand silk. If the 
producers of seamless hose can over- 
come the old problem of correct 
ankle fitting, the way seems open for 
a big business in these hose, which 
more nearly simulate the bare leg 
than anything else. The big point 
is that such hosiery does not show 
the usual fashion marks and seam 
at the back. 


Sun Tan 


ALM BEACH has been filled 

with style observers the last 
month to get a “load” of what the 
smart women there are wearing in 
the way of hosiery. This informa- 
tion, of course, is supposed to be a 
fore-runner, or prediction, if you 
will, of what women will wear in the 
North later on in the spring and 
summer. According to all reports 
the sun-tan shades have gone over in 
a big way, especially with the women 
under 40, The older women, essays 
one keen observer, prefer lighter col- 
ors, but still of the sun kissed shades. 
In other words, if you are young, 
get a good deep sun-burn and wear 
the darker sun-tanned hose. If you 
have passed the blush of youth, go 
a bit more lightly on the sun-burn. 
Another important bit of news from 
balmy Florida is that really smart 
people are not appearing on the streets 
minus stockings—so that’s that. 


More Sox 


HETHER bare legs become a 

vogue or not, it is evident that 
sox for women will sell in big volume. They are 
selling in large quantities right now as ankle protec- 
tors, and certainly will be in greater demand as fashion 
notes as the summer season gets under way. New lines 
of sox are being placed on the market almost daily. 
Practically all the big and well established hosiery pro- 
ducers have added lines of sox, either seamless or full 
fashioned, and made of silk, wool, wool and siik, rayon 
combinations and lisle and lisle mixed. Fancy cuffs, 
plain cuffs, ribbed and lace cuffs, all find a place in 
the market. Colors run wild. You pay your money 
and take your choice. The big question is, will the 
public demand cheap sox, say at 50 cents a pair, or 
go to the more expensive ones, retailing from $1.50 
up a pair? There probably will be a consumer market 
for all grades. 


You're wrong. 
This young lady is wearing 
the new gossamer-like seam- 
less hose, which shows no 
marks, not even the heel re- 
inforcement above the shoe. 
The color, of course, simu- 
lates the bare skin. This par- 
ticular pair of hose is named 
Bare-Lims, by its makers, the 
Society Maid Hosiery Com- 


Tariff 


WICE last -month, when the 

wool and silk tariff schedules 
were up for hearing before the Ways 
and Means Committee of the House 
of representatives in Washington, 
American hosiery producers voiced 
their sentiments through special com- 
mittees. 

While no formal brief relating to 
wool hosiery was filed, John Nash 
McCullough, managing director of 
the National Association of Hosiery 
and Underwear Manufacturers, on 
the witness stand requested the elimi- 
nation of the lower bracket in the 
present wool hose section of para- 
graph 1114, the addition of the words 
“or in part of wool” to this section. 
and the application of the present 
rates provided in the higher brack- 
ets to all classes of wool hosiery. 
This would make a rate of 45 cents a 
pound and 50 cents ad valorem on 
hose of wool or part wool, and would 
increase the tariff on lower grade 
hosiery. 

Another committee of silk hose 
manufacturers put up a strong argu- 
ment for the retention of the present 
rate of 60 per cent on imported silk 
hosiery and a request for higher tar- 
iffs on rayon hosiery, if rayon yarn 
duties are increased“ The present 
silk tariff, it is pointed out, is ade- 
quate. 


Prices 


HE market has again quieted 
down after the ‘price upheavals 
earlier in the year. No more mills 
have followed the few that have cut prices on pointed 
heel numbers, bringing the base price to $12.50 a dozen, 
and up to the present only one mill has followed 
Gotham in putting out a standard all-silk first grade 
number at $9.75 a dozen, with a suggested retail price 
of $1.25 a pair. This new offering came from the 
Paterson Mutual Hosiery Mills. The specifications 
for its new low priced number are full fashioned, all- 
silk chiffon, five strand, with plaited heel, hoe and sole, 
narrow square heel, stop-run guarantee, but no colored 
stripe in the welt. 

Prices on other standard goods show no change 
practically. A few mills have made changes here and 
there on certain numbers, but these changes have been 
in the nature of meeting the market rather than cut- 


ting it. 
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REALISM 








A STUDY IN CONTRASTS 


HICH pays better, realism or idealism in your hosiery windows? A moot 

question that cannot be answered definitely. Both these windows, which 
present opposite views in window policy helped sales materially. They seemed 
to draw equally well, yet the I. Miller & Sons window, at the top, which pres- 
ented stockings as they look on the legs, and the lower window, at Lord & Taylor, 
where frosted glass and cubes gave a modernistic touch, are as far apart in treat- 
ment as the poles. 
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“6 AY I show you a wonderful value which we 
M have in hosiery today?’ is the introduction to 
Miss Rose L. Gerstein’s successful sales 
talk, which has built an approximately $40,000 business 
in a year’s time for the John Irving Shoe Store, 507 
Washington Street, Boston. This means a sixteen times 
turn-over, as the hosiery stock inventories $2,500. The 
shoe stock of the present little shop (it will be moved 
in a few weeks to a store twice as large, next door) is 
$18,000. The stock comparison as to pairs is approxi- 
mately 3000 pairs of stockings to 6000 pairs of shoes 
One of the most interesting features about the depart- 
ment which Miss Gerstein manages is its size—it meas- 
ures only 12 x 4 ft. 

Miss Gerstein smilingly suggests hosiery to each pur- 
chaser of shoes, as the customer is making her way to 
the door. She mentions some of the new colors, gives 
a few words of explanation as to the construction of the 
hosiery—the gage or the heel, and mentions the price. 

“Women are naturally curious and like to investigate 
values,” says Miss Gerstein. “If the color and type of 
the hose does not interest them the price will.” 

Miss Gerstein is sometimes able to note the kind and 
color of shoe which the customer has bought. At other 


times this information is signaled to her by Miss A. D. 
Kaufman, who presides over the counter, just across 
the way, as cashier, supervisor of bundling, and ob- 
server of “what’s selling.” 

As the John Irving Shoe Store is a woman’s shop, 
featuring shoes at $5 only, women’s stockings in popular 
It is the rule of the 


prices exclusively are shown. 
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$40,000 A YEAR 
ON $2.500 STOCK 


This young lady, Miss Rose 
Gerstein, gets a 16 times 
turn-over in 


By HELEN M. HANEY 


In a Space Twelve 
by Four Feet 


her hosiery 
department 





hosiery department, in accordance with that of the shoc 


department, not to hold markdown sales. There are 
three prices on hosiery—$1.15 for full fashioned chiffon, 
this being the leader; and $1.15 for fuil fashioned ser 
vice weights; $1.50 for full fashioned service weights, 
all silk to the hem, pointed heels ; $1.65 for chiffons, full 
fashioned, all silk, picot edges, with pointex heels. 
Miss Gerstein places all of her orders weekly with one 
mill, sometimes as many as 1000 pairs at a time. The 
mill makes ten day deliveries. She watches the tren 
of style carefully, particularly advance advice about the 
new colors. Among the sources of her information is 
the Hosiery Section of the Boor AND SHOE REcorprR, 


HE asks for new colors, as soon as they are declared 
by the stylists and then watches carefully the public's 
demand on these shades. She has observed that chiffon 
sells two to one over service weights and that the ma- 
jority of her customers wear sizes 9 and 10. She orders 
accordingly as to weights and sizes. She places 10 per 
cent of her business with the mill on size 8%; 20 per 
cent on size 9; and 70 per cent on sizes 9% and 10. 

She arranges her best selling stock on the five middle 
shelves, none of which are beyond her reach. She keeps 
a surplus stock on the top and bottom shelves, and on 
the shelves across the way. She also divides her shelf 
stock into four sections—the section at the extreme leit 
for the chiffons at $1.15; the next row for the service 
weights at $1.15; the next, for service weight silk, 
pointed heel, at $1.50; the extreme right-hand section 
for chiffon with picot edge and pointex heel, at $1./>. 
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Lhe twelve by four 
feet hosiery depart- 
ment in the John 
Shoe Store, 
Boston 


Irving 


She arranges her stock vertically as to colors—for 


instance—‘“‘Beech-Nut, Bronze, Nude, etc.” Miss 
Gerstein says that her answer to the problem of success- 
ful hosiery selling is suggestion and giving good values. 
She received her education in hosiery merchandising at 
one of the high-grade, fashionable women’s apparel 
shops on Tremont Street, Boston. After a study of 
about six months there, she joined the John Irving Shoe 
Store’s personnel. 

Miss Gerstein immediately commenced to work on 
her theory of—“Once get the girls acquainted with your 
stock, the fact that you know the latest styles as to color 
and construction—and that you give the best values— 
repeat business follows.” 

She says that “outside trade” those who come in to 
purchase hosiery, as well as shoes, who formerly made 
ita rule to buy their shoes in one place and their hosiery 
in another, is about 50 per cent greater than when she 
first came to the department, a year ago. She says that 
she is trying to educate the women folk of the com- 
munity to feel that they can get the very best values in 
hosiery in The John Irving Shoe Store, and that a 
shoe store is the logical place to purchase stockings. 


TTRACTIVE display of hosiery is another point in 
Miss Gerstein’s selling policy which she strongly 
emphasizes. In addition to the window cards, a long, 
Marrow strip of paper, pasted just underneath the top 
of the glass hosiery counter, reads—in large letters— 
“Economize. Buy Two Pairs of Hosiery of Each Shade 
and Match Up the Singles.” 
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“When we move next door to 505 Washington Street, 
our hosiery department, like all the rest of the store, will 
be twice as large,” says Miss Gerstein, “and in addition 
to the up-stairs department, we shall have a down- 
stairs hosiery section. This will be open, at first, on 
Saturdays, only. As trade increases, there will be a 
salesgirl permanently employed.” 


KY 
In Syria They Wear Them Too 


HO would ever think that people*in Syria wore 
stockings? Yet the Holeproof Hosiery merchants 
in Aleppo, Syria, are not throwing their money away on 
advertising unless there is a market for hosiery. 
This interesting photograph of a billboard in one of 
the principal streets in Aleppo, Syria, was sent in by an 


enterprising dealer in this Syrian city. 


EXIGEZ PARTouT 


~~ BAS. CHAUSSETTES 
foleproof 


Nees! | 


























See 


ANY, many times a box, or half box of hosiery;, 
gets lost in the shuffle of the modern hosiery de- 
partment counters or shelves, and bobs up to confound 
the buyer some months later, giving her cause to wonder 
just why those particular hose did not sell when their 


color was in vogue. Was it because the shade expe- 
rienced a sudden drop, or because a salesgirl glossed 
over the contents of the box and through carelessness or 
ngligence passed them up? In either case, one Cincin- 
nati buyer has reached a solution for this particular 
type of laggard stock. Every pair of hose placed on 
the counters or shelves bears the date it arrived at the 
store beside its price tag. This information is written 
in simple code, familiar to all the salesgirls in the de- 
partment. The alphabet can be used to register the 
month and a figure for the year. Or, if one is very 
exact, the day itself can be noted: As A—9—$1.45 will 
read that in January, 1929, a pair of $1.45 stockings 
were placed on the shelves. Or L—2—8—$1.89 will 
read that one pair of $1.89 stockings were placed on the 
shelves Dec. 2, 1928. 

This code is of great service in turning over stock, 
keeping fresh stock on the counters and in choosing 
stock to run as sales. 

Miss Lilian Leopold, buyer for Mabley & Carew Co., 
Cincinnati, indorses this little idea. 


UST as soon as the shoe buyers of the Meadors store 


return from market, they immediately give the 
hosiery buyer a tabulation of their purchases in regard to 
colors and numbers of pairs bought. Leather swatches 
showing the exact shades are attached to this memo- 
randum. This detailed accurate information enables 
Mrs. E. L. Allen to supply the Nashville, Tenn., women 
with their exact hosiery requirements. It seems, that 
women who buy hosiery in a shoe store are much more 
particular in regard to matching their shoes and hose, 
than when they buy them in a department or hosiery 
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stare, hence the care taken here for perfect matching. 

‘Naturally the whole range of seasonable colors is 
sparingly bought on the first order. Just as soon as 
decided buying trends are developed, substantial orders 
on those shades are shot in to the mills. 

By watching the stock closely, slow selling numbers 
are quickly detected. As soon as a sticker is discovered, 
strenuous methods are taken to push out the undesirable 
ones. The first step in the elimination process is to 
show them to every customer that comes into the store. 
The law of averages says that a certain percentage of 
people will buy, if every one visiting the department is 
shown. If a customer feels that a salesperson is sold 
on a color or a heel, she will buy the article readily. 

If this method does not produce results, the next bet 
is to make a special of the slow moving number. The 
usual method in this case is to show a group on the 
corner of the hosiery case at a special price. The third 
and last step is a more drastic cut in price. Hose spe- 
cials are never shown in the window except during the 
three day semi-annual store clearance sales. 

Shoe salesmen get an extra commission by bringing 
customers to the hosiery case and the hosiery department 
cooperates by helping the shoe salesmen make shoe sales 
through proving how easily the shoes can be matched 
to the correct stockings. 






Sd 


Shia hosiery sales in the Wexner I. Miller depart- 
ment in Memphis were falling off, due to the simple 
fact that stockings were not being pushed as hard as they 
should. Since the department was opened it was cus- 
tomary to make the sales out in the rear of the store, 
where the packages were wrapped. Hosiery, of course, 
was up front, right inside the front door. Sales books 
and wrapping desk moved to the front on the hosiery 
case doubled the sales. Each sale is closed right at the 


hosiery case, so with each man selling from 15 to 20 
pairs of shoes a day the ratio of shoe to hose sales 
returned to their proper average. 
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HE popularity of full fashioned silk hosiery for 

promotion campaigns is not confined to retail 
stores. This was shown in Chicago recently when a 
hosiery “As You Like It” party was staged simulta- 
neously in two of the largest and most beautiful bail- 
rooms in the country. 

When the management of the Aragon Ballroom on 
the North Side in Chicago, and the Trianon Ballroom 
on the South Side, wanted to put on a big event they 
decided to take advantage of the drawing power of “silk 
stockings.” Through arrangements made with S. M. 
Knight, manager of the Chicago office of J. R. Beaton 
Co., 200 pairs of “As You Like It” stockings of the 
$1.95 grade were awarded as prizes to the holders of 
winning coupons. 

The event was announced two weeks in advance in 
40,000 copies of a special bulletin issued to the patrons 
of the two ballrooms. A display of the stockings was 
arranged in the entrance lobby of each dance floor and 
large placards told how the stockings were. to be 
awarded. 

Tickets purchased on a certain night carried a num- 
bered coupon which entitled the holder to participate 
in the drawing of the prizes. The winning numbers 
were drawn by one of the patrons at each ballroom and 
in this way 200 pairs of hose were distributed to lucky 
holders. The stockings were obtained from “As You 
Like It” dealers in the neighborhood of the Aragon and 


Trianon. 


ELLING the style idea in hosiery, the idea of cor- 

rect hose for each costume, is enabling the City of 
Paris, San Francisco, to banish the bogey of frequent 
sales to keep up volume. 

Saleswomen in Miss Alice Bernhart’s department are 
especially trained to help customers develop smart en- 
sembles with exactly the right shades of harmonizing 
hosiery. Hit and miss buying of hose with consequent 
disappointment on the part of the customer is avoided 
because salespeople in the City of Paris make a special 
point to determine the color of the costume with which 
the hose are to be worn. They are actually more specific 
than that wherever possible, and try to have the actual 
apparel or color samples before them. 

Selling hosiery in this way gives the customer real 
satisfaction and enhances the style prestige of the entire 
store, Miss Bernhart finds. “Following the line of least 
resistance and giving the customer any color that was 
most convenient would be much easier but not nearly as 
profitable in the long run. The wrong hose, no matter 
how smart in themselves, detract from a woman’s entire 
costume and reflect on the style authority of the store 
and the saleswoman.” 

Careful study of color charts supplied by manufac- 
turers, supplemented by instruction from the store’s 
fashion bureau, gives Miss Bernhart’s saleswomen the 
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background that makes it possible for them to visualize 
the correct hosiery shade for each important costume 
color family. 


“~—s. of the best ways for creating more hosiery 
business our firm ever doped out,” is what John 
Salisbury of Herbert’s, Washington, D. C., said about 
the store’s Hosiery Club Plan. As each customer buys 
shoes or stockings they are asked if they would like to 
join the Herbert Hosiery Club. Then in response to 
their usual question, the working of this plan is ex- 
plained. On joining the club, the girl’s name and ad- 
dress is entered in a separate book and she is presented 
with a card that looks like a meal ticket. This card is 





o. 6° o.6hU6°°8 o oOo 0 90 
$1.50 


This Certifies that 





MANAGER 


1S A MEMBER IN GOOD STANDING IN 


HERBERT’S HOSIERY CLUB 


THE ELEVENTH PAIR FREE 
HERBERT'S, 1227 G Street N. W. 
Club No Washington, D. C. 
$1.35 
0 Oo 0 o o 0 o o 
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punched in the store as each purchase of hose is made. 
After ten pairs have been bought, an eleventh pair is 
given her free. As the store carries three grades, $1.35, 
$1.50 and $1.95, and as the girls may buy any one of 
those grades, the value of the free eleventh pair is 
determined by averaging the purchases. This resolves 
the free pair into practically a 10 per cent discount. 
Salisbury says that this is a corking good way of mak- 
ing regular week in and week out hosiery customers 
out of those who might be just occasional buyers. The 
fact that he has ar average of about a hundred active 
cards out all the time proves the value of the idea. A 
great many new shoe customers are also traced back 
to this Hosiery Club Plan, as one girl tells another how 
much she appreciates it. 


* 


OHN WANAMAKER, Philadelphia, tied up the 

Washington Birthday holiday with hosiery mer- 
chandising by offering a novel hatchet at 25 cents, in 
whose stubby handle was concealed a pair or two of silk 
stockings. They suggested especially, as the little un- 
expected gift, for the holiday hostess, for example, 
spring shades in pointed or square heel hose at $2 a 
pair, together with one of the hatchets to contain them. 
The idea could be extended to firecrackers for the Fourth 
of July, paper pumpkins pies for Thanksgiving, etc. 
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NEW THINGS SEEN 


a.—Meshes continue much in the limelight. Here is a new fancy 
mesh just introduced by Finery Silk Stocking Co. 


b.—J. R. Beaton Co. introduces a double pointed self- 
colored heel into its Spring line. The points have some- 
thing of a wing effect. 


e.—These lace front sox, 
with lace cuff, in jacquard 
effect are new offerings by 
the Rosenhain Co. 





d.—Another fancy heel va- 
riation, the triple-tipt, as 
presented in self-color on 
the new Spring shades, by 
the Finery Silk Stocking Co. 
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BY OUR ARTIST 


e.—For novelty, a lace anklet decorates this new number presented 
by Fedden Bros. Co. ° 


f.—Fancy pointed heels are still in the picture. Here ts 
a new black heel, in steeple shape, just put into the line 
of G. & A. Wise. 


g-—Fine Australian wool sock, for sports wear, 
with fancy colored stripes on cuff and body, by 
Julius Kayser & Co. 


h.—Combined sock and 
stocking, the sock of silk and 
lisle topped by a full fash- 
ioned stocking leg of fine 
sheer silk, in natural flesh 
shade, from the Cadet Knit- 
ting Co. 





ii—A new pattern in short 
ankle socks for children, of 
fine lisle imported by the 
Mojo-Schey Co. 
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- You Just Know 
She Wears Them” 











RESTIGE 
and S ALES : 


FOR YOUR 





HOSIERY 


— dealers—this is 
the month of the McCallum 
Spring Style Opening! March 18-30 
is the date. Your store is the place. 

The McCallum Opening is a 
big promotive event, designed to 
build prestige and sales for every 
McCallum dealer. From coast to 
coast it is being heralded as a major fashion event. 
Millions of women will read about it in The Saturday 
Evening Post, Vogue, Harper’s Bazar, Good House- 
keeping, and in ample local newspaper advertising. 
This is your opportunity to identify your store with 
an event of nation-wide importance. 


Two big sales-building features 


Two outstanding features of the McCallum line will 
make this season’s Opening supremely interest- 
ing to your trade. First, 
the new McCallum colors. 
McCallum forecast this sea- 


DEPARTMENT 
IN THE 


Ninth McCallum 


STYLE OPENING 


FREE DISPLAY MATERIAL 


It is time now to start planning your opening! Be 


son’s color trends so accurately 


that you may offer your customers 
right now the shades that Fashion 
has just pronounced the smartest. 
Women will read about Vellum, 
Allure, 
shades for spring, in McCallum 


Copal, our featured 


national advertising. They will 
want to see them, to buy them. Let them know 
you have these wanted, advertised shades. 

The second big feature is the new Thrift group, to 
retail at $1.65, $1.85, and $1.95. For advertising 
purposes this branch of the McCallum line has been 
called the Thrift McCallums. The Thrift McCallums 
are being supported by advertising in Saturday 
Evening Post and Good Housekeeping. Offering 
McCallum prestige at remarkably low prices, this 
new line is bound to make a tremendous appeal to 
the millions of women 
who demand a popular 
priced stocking. 


sure stocks are complete, especially in adver- 
tised numbers. If you do not have your window and 
interior display material, wire the factory at once. 


PHILADELPHIA 


Cuicaco 
1001 Chestnut St. 


56 So. State St. 


New Yor« Orrice 
417 Fifth Ave. 





McCallum Hosiery Company 


NORTHAMPTON, MASSACHUSETTS 








San Francisco 
1145 Howard St 


ATLANTA 
932 Healey Bldg. 


“ TON 
77 Summer St. 
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THE ALLEN-A COMPANY é 
Sheer Service 


1. French Nude 
2. Paris Beige 
3. Beige Blonde 






1. Paris Beige 
2. Lido Sand 
3. French Nude 








ARROWHEAD HOSIERY MILLS 








Sheer Service 
1. Pearl Blush 1. Pearl Blush 
2. Grain 2. Grain 
3% Beach Tan 3. Beach Tan 


. Cuban Sand 
. Tea Time 


4° Cuban Sand 
5. Tea Time 


un > 


ARTCRAFT SILK HOSIERY MILLS 








Sheer Service 
1. Favotte 1. Favotte 
2. L’Avenue 2. L’Avenue 
3. Gun Metal 3. Sauterne 
4. Nocturne 4. Vellum 
5. Castor. 5. La Mode 









COOPER, WELLS & CO. 





Sheer Service 
1. Light Gun Metal 1. Light Gun Metal 
2. Cuban Sand 2. Beach Tan 
3. Pearl Blush 3. Cuban Sand 





GOLD MAID HOSIERY 








Sheer Service 
1. Naive 1. Gun Metal 
2. Sun Tan 2. Sun -Tan 
3. Boulevard 3. Boulevard 
4. Shadow 4. Grain 
5. Grain 5. Shadow 





GOTHAM SILK HOSIERY CO. 










Sheer Service 
1. Pawnee 1. Pawnee 
2. Manon 2. Black 
3. Seasan 3. Seasan 
4. Gun Metal 4. Beechnut 
5. Beechnut 5. Gun Metal 





HOLEPROOF HOSIERY COMPANY 















Sheer Service 
1. Ficele 1. Gun Metal (2) 
2. Gun Metal No. 2 2. Grain 
3. Grain 3. Marocain 
4. Laleure 4. Laleure 
5. Marocain 5. Ficele . # 
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THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


wnt wnrd — 


mp why = 





wah wr 


. French Nude 


. Mother Goose 
. Sandy Beige 
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mh why 


we ON 


KRAMER HOSIERY COMPANY 
Sheer Service 


. Elephant Hide 1. Elephant Hide 
. Sun Bronze 2. Sun Bronze 

. Gun Metal 3. Gun Metal 

. Sun Tan 4. Sun Tan 

. Beechnut 5. Mirage 


McCALLUM HOSIERY COMPANY 


Sheer Service 
. Allure 1. Gun Metal 
. Gun Metal 2. Allure 
. Shadow 3. Biscuit 
. Rachelle 4. Vellum 
. Vellum 5. Shadow 


MILLER HOSIERY COMPANY 


Sheer Service 
Sun Tan . Sun Bronze 
. French Nude 
. Mother Goose 
. Sun Tan 
. Sandy Beige 


Sun Bronze 


mn & Wh = 





Sheer Service 
. Sun Tan 1. Manon 
Sun Bronze 2. Pueblo 
. Naive 3. Gun Metal 
. Lido Sand 4. Fallow 
. Creole 5. Ali Baba 
REALART SILK HOSIERY MILLS 
Sheer Service 
. Boulevard 1. Manon 
. Beach Tan 2. Boulevard 
. Sunburn 3. Lido Sand 
. Breezee 4. Beach Tan 
Dawn 5. Sunburn 
ROSENHAIN CO. 
Sheer Service 
. Light Gun Metal 1. Light Gun Metal 
. Mode Beige 2. Sun Blush 
Pecan 3. Sun Tan 
. Hoover Tan 4. Hoover Tan 
. Lido Sand 5. Lido Sand 


SOCIETY MAID HOSIERY CO. 


Sheer Service 
. Beechnut 1. Burlwood 
. Boulevard 2. Beach Tan 
Tea Time 3. Beechnut 
Beach Tan 4. Wrought Iron 
Manon 5. Misty Morn 
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**-FYE CATCHERS’? FOR EXTRA SALES 


> 








> + 






TALK with Miss Frieda E. Koch, who is in charge followed and it is clever, too. Hot Springs is pri- 





of the hosiery in the Kempner Shoe Store, Hot marily a man’s town, the majority of those coming f 
Springs, Ark., brought out some interesting here for the baths and waters are men; some wives ac- 
points. This clever young lady is most fortunate in company them, it’s true, but men predominate. In the : 





having ample space to show and display her merchan- show cases are good unit displays of golf, street and 
dise for her domain is a U-shaped department, setting dress hose, all of which find a ready sale, for this is a 
right in the front center of the big Kempner store. Ap- dressy town. The outdoor and indoor sports all require 
proximately fifty running feet of display cases pro- their distinctive hose. Vor example, the edict has gone 
vides a wonderful opportunity for her to show her forth from the good sporting houses that only those in 
wares to the best advantage. Of course, the high-priced evening dress will be admitted. ‘This means that a 
grades of silks are usually kept under glass. An always greater variety of socks are being shown and sold. Golf 
freshened showing of imported lisle sports hose for stockings, modest and wild, lead in sales the year round. 
women occupies the middle of the U. 

Equitable climatic conditions in Hot Springs encour- AKING advantage of the fact that this is a man’s 
age the playing of golf the year round, so the lisle hose town, Miss Koch does not show any men’s stockings 
always are in good favor. With a large and varied on top of the case; instead she has a fine display of 
cosmopolitan class of resort trade to cater to, it is quite some of her nicest numbers in her best grades of 
necessary to have a wide range of the very newest women’s stockings. Many a box of three and six pairs 



















colors always on hand. is sold to the visiting males, after this display has 

The goods displayed on the tops of the cases mean jogged their memory that the folks back home should : 
many extra sales. On the women’s side is a wide range have a little present. i 
of light service weight hose retailing at $1.65. These “We base a fair part of our success on staying within 





are “Eye catchers,” as they serve not only to hold the a limited number of standard, well advertised lines, hav- 
attention of the patrons when a rush is on but also act as ing a complete assortment of staples interspersed with 
a volume builder. When a customer has selected several a good selection of novelties, as shown by these lines. ; 
pairs of, say, $3.50 hose, it is a comparatively easy thing We feature Gordon and Kayser hosiery. The volume 
to add a couple more pairs of the $1.65 grades for the of our business is done on service weight. retailing at 
more common wear. The wide range of colors makes $1.65 and $2, and chiffons from $2 to $3.50. Our size 
for quick selection in this case as well as when the cus- selection is always complete, being supplemented by the 
tomer who only wishes to pay $1.65 is being served. one-week service given by the manufacturers,” con- 
On the men’s side a different line of reasoning is cluded Miss Koch. 
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ALL ABOARD 















A painted placard, a few 
railroad and steamship 
folders and a train schedule, 
plus a little cut out card 
board figure, drive home 
the idea of hosiery for 
Southern resort wear in 
this recent window in one 
of the Gotham Hosiery 
shops in New York 
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WHAT WILL A HOSIERY REPAIR 
DEPARTMENT DO? 


BY E. H. SALT 


> 


HE year 1929 brings an answer to the hosiery 
repair problem. The new industry and what it 
means to the retail hosiery merchant 

It seems that the retail hosiery field is about to wit- 
ness a revolution in its business. Profitable hosiery re- 
pair is now developed to a point where it is challenging 
the interest of every progressive hosiery merchant. 

Until now hosiery repair was offered by a few stores 
largely as a service inducement and was an expensive 
feature. Today with the development of machines that 
actually repair runs of any type, machines that are fast, 
efficient, and have passed the experimental stage, it be- 
comes possible to regard hosiery repairing in a differ- 
ent light. A profitable new department is now possible 
in every shoe, hosiery and department store. 

And that presents to every man interested in the 
selling of hosiery new questions. 

The first question is whether hosiery repair can 
actually be profitable. The answer to this, of course 
depends upon the type of machine and installation which 
is installed. Hosiery repair to be profitable must be 
fast, must be efficient and must make a satisfactory flaw- 
less repair. The machines now upon the market are 
capable of solving this mechanical problem. A great 
deal depends upon the building of a really profitable 
department. 


> 


> 


+ 


> 


Will hosiery repair cut into our sales’ The answer 
is obvious. If the hosiery merchant realizes immediately 
that the salvation of his sales volume lies in the develop- 
ment of a higher per capita hosiery expenditure and 
takes immediate steps to ensure that, the volume of 
hosiery business will not be affected. 

Every woman has always wanted to wear very beauti- 
ful, luxurious higher priced hosiery, but the fear of a 
run in a $4 pair of stockings kept her back from buying 
them. Now that fear is removed. 

Let a woman realize that “a run no longer means ruin” 
and you can immediately increase the average sales price. 
The woman who bought a $1.50 pair of stockings will 
buy a $2 pair; the woman who bought a $2.50 pair will 
buy a $3.50 pair, etc. 

Let us realize, however, that this is not going to be 
brought about without thought and effort. The proper 
light on any merchandising problem must be reflected 
by the individual who is making the actual sale. Upon 
the installation of the hosiery repair department every 
member of your sales force should be instructed to con- 
stantly preach “now you may wear lovlier hosiery.” 
Let hosiery advertising reflect the same thought and we 
venture to predict that the annual hosiery bill will not 
be decreased, but will actually show an increase at the 
end of the year. 


> 


PUTTING HOSE IN STYLE PICTURE 


, we. 
owad # 

N this window display shown at the right, 

Arnold, Constable & Company, New York, 
have definitely linked hosiery with the prevail- 
ing fashions in costumes. To establish the 
link-up, long drapes of dress goods “were 
effectively used against the plain modernistic 
background, with hosiery in harmonizing 
shades, together with appropriate footwear 
shown in the foreground. 
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Hosiery REPAIR 


li will pay you to 


Knitbac Repairing Runs 


Study this picture carefully. 

See that Knitbac uses no thread in closing 
the run. 

See how simple Knitbac is—how efficient in 
construction. 

Then note that both hands of the operator 
are free to guide the stocking. 

Any girl can learn how to operate Knitbac 
thoroughly in our school. 

Knitbac is trouble-proof and easy to run. 


——KNITBAC IS— 


Profitable for you. 
Flawless on repairs. 
Simple to operate. 
Backed by extensive 
advertising. 











GOTHAM KNITBAC 389 FIFTH AVENUE 
{soaviey SSE K NITBAC Sw sont’ Ry | 





eOthAn, 


NITBA 


Seayvick® 


investigate KNITBAC carefully 
Because= 


KNITBAC is backed by a nation- 
wide advertising campaign. 

KNITBAC advertising will make 
your customers want quick, flawless 
hosiery repair. 

KNITBAC equipment will make 
it possible for you to profit by this 
great demand—because 

KNITBAC replaces slow hand _re- 
pairing with machine accuracy and 
speed. 

KNITBAC makes a _ practically 
invisible repair on run or hole. 

KNITBAC will build a new de- 
partment for you—profitable hosiery 
repair. 


A Convincing Test 


Send us a stocking with a 
run. Mark it for identifica- 
tion. We'll have it “Knit- 
bac-ed” and returned to you. 
Then you'll realize that 
Knitbac is truly flawless, effi- 
cient, and that—we’'ll tell 
how long it took—Knitbac is 
rapid. 











Mail This Today! 


and we will gladly send you 
our Knitbac Service Book- 
let—it gives complete Knit- 


bac information of real : 
Gotham Knitbac 


Service Co., Inc. 
389 Fifth Avenue, 
New York 


value. 


Gentlemen 


send information 


City 


Business 
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CHEAD SHOES BUT EXPENSIVE HOSE 


> 


young women’s $4.50 fast style shoes down in 

the Southeastern States. Hubert Steele is the 

head of this group, which is known as The College 

Shops. Now Hubert is a good experienced operator 

and so are his partners who are also his brothers, but 

they didn’t guess their trade right as to what grades ot 
hosiery would sell best in their stores. 

The reasoning of “Girls paying $4.50 for shoes which 


r [ VHERE is a fast growing chain of stores selling 


> 


And they will buy $1.95 grades as long as they are fed 
to them in attractive numbers. 

Now figure that out. 

These stores, after a bit of experimenting have finally 
concentrated on five hosiery numbers. A chiffon and a 
service weight at $1.45, an unusually sheer chiffon at 
$1.95, and two prevailing novelties at $1.95 each. 

Commenting on the bare leg fad, Mr. Steele believes 
that it will have a very brief stay in the South. He 


bases this finding on the reluctance of the South to adopt 
new ideas of this kind readily. Fully as important too, 
in his estimation, is the fact that a very small proportion 
of girls have legs which look better bare, so—through 
necessity, their legs will be silk covered as usual. 


they will wear from four to six weeks, will just eat up 
a good ninety-five cent stocking,” was dead wrong. The 
little dears just turned up their snow white noses at 
such merchandise. While they won’t pay ninety-five 
cents, they will pay two fifty, without batting an eve. 























MARSHALL FIELD 
a & COMPANY 4 
beginning today! 
annual sale of 
SILK HOSIERY 

40 special sizes 


APDPEALING TO THE ODD SIZES 


ITTING the hard to fit has built up many substantial businesses in the 

retail shoe field, and the idea is being transferred to hosiery. Of course, 
it takes a big store with a big stock to do the job properly, but properly done, 
the merchandising of hosiery for the odd sized woman ties the woman to the 
store in close bonds. To give her merchandise that she can’t get elsewhere 
is to render her an unusual service. 

Reproduced here are two interesting advertise- 
ments pertaining to this type of service. Marshall 
Field & Company, call attention to their annual 
sale of special sizes—extra lengths and extra Must You Go to Solve 
widths. Your Hosiery ‘Problems? 

Lord & Taylor used institutional copy, as no” ~ 
special sale was featured. This ad calls atten- Burm Loag Hosiery 
tion to the fact that the store carries extra long, 
extra short and extra wide hosiery. The intro- 
duction to the ad, “To What Lengths Must You 
Go to Solve Your Hosiery Problem,” is particu- 
larly good. The ad then goes on to say that the 
store “specializes in extra long and extra short 
hosiery, thus insuring a maximum of comfort- 
wear-correct-fit for those who find regular hosiery 
sizes inadequate to their needs. 








To What Lengths 

















Midheeight —Larable 

ek to top, an caceptional value st $1.65 
Chiffon — Sheer silk io top, lined with lide 
‘in feet and top, exceptional at $1.65 4 pair. 


Every style is offered tu 
popular colers 











Lord & Taylor 
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STILL THE VOLUME GROWS 


ON THESE DOLLAR LEADERS! 


Each week sales mount higher. Such volume permits 
quality and craftsmanship usually reserved for costlier 
hose. The styling of these dollar numbers 
wins the women, and their service brings 
them in again for more. Your experi- 
ence tells you to play with the leader 
to be one! Feature the Everwear 
Dollar Leaders for profit! 











Style 903— Misses’ and small Style 24X —Pure thread silk 
women's fine poamas S all 4 service hose Smart new 
thread silk French heel, 3-inch ligle cop 
picot m 00. poineed heel, sill silk plaited sole, 4-thread 
ep thread tie heel and toe. Gaining in vol- 
x endo toe, , Ye rigged ane gy i successful col- 

Races ors. Going big! $8.00 dozen 





Sok 21X— An ay fine gauge Style 900X—Fine gauge light 
’ as mist. Rich weight all silk service chif- 
purple picot top, «lenderiz- j fon. Beautiful lace clock and 
ing pointed heel, s:'k plaited pointed heel. Compares with 
sole, 4-thread lisle heel and expensive full-fashioned 
toe. 25 early spring colors. hose. 4-thread lisle heel and 
Selling in quantity, $7 75 toe. Narrow sole is thread 
dozen. silk plaited. Selling in vol- 
Style 23X—Rapidly becom- ume. 20 colors. $8.00 dozen. 

ing America's leading dollar 

hose. Extremely fine gauge 

all silk service weight. Grace- 
ful pointed heel, silk plaited 


Siete iss FIRS 
Cus, atl a it ; 
LATEST 


THE EVERWEAR HOSIERY COMPANY. MILWAUKEE, WISCONSIN 











HosIERY AND ACCESSORIES 











ii) 


HI || 


IAT 
ny 
| fi Hh 








sea We ~ Au. 


Ata Maturcd Baer he deaiay 
O nolL plac \er o Whack ob. 


are oa 
Auto Wade Had  Wecho A 
Aum Wutal Arige- lack 11 Blade Hal 


Avior wra.so po. diqae. Dibivous Swmadiste 


KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 


a 








For EASTER Selling 


these 4 outstanding 


ea NOVELTY 


No. K-1 1 


Immediate Delivery 
$13.50 


DIABOLO HEEL 








It’s different . . It’s distinctive 
.. It admirably accentuates 
the charm of shapely ankles. 


French Nude 

Gunmetal 

Java Brown 

Navy 

P. Parchment 
Pomonia Grey 

See Fox Rose Nude 





Cuban Sand Skin 
Dust Tea Time 
Elephant Hide 


No. 666 
$16.50 


TWIN TOWER 
HEEL 


A 45 Gauge, 4 Strand, Self 
Spliced Heel, Double Tip Toe, 
Full length, Sheer and Clear. 
Sunblush, Misty Morn, Gun- 
metal, Cuban d, Elephant 
Hide, Allure. 





$8.50 
TWIN SKYSCRAPER 
HEEL 
A 300 Needle Chiffon, Self 
Spliced Heel. 
Sunbronze, Suntan, Elephant 
Hide, Misty Morn, Gunmetal, 
Allure, Charmaine. 





No. 336 
$9.00 
DOUBLE POINTED 
BLACK HEEL 


Mock Seam in Gunmetal only. 


No. 337. 300 Needle silk lace clock 


CHARMAINE, BREEZE, GUNMETAL, 
SUNBRONZE and SUNTAN 


Delivery first week in April 
KRAMER HOSIERY CO. 


309 W. Adams St. Chicago 
LAS ETAT AS RL LITE TE IETS SSSA AAT ETE IRR 


Boot AND SHOE REcORDER, March 2, 1929 
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<) she 


She might roll 
an extra skirt 
just to show 
thas two 


rd Well as 
0. pairs 
of socks. 


She cribbed. 


idea 
























Like little 
accent marks 
they attract 
attention to 


displays 


the nearby gg 
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Speaking 
of socks — 
Mary swings 
a wicked right. 























Bare facts 
will show 
some 

indication 
of socks. 
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Dad now wears 
Whoopee Sleeves to get 
hoopee Socks for Sue. 


(We hope you sell ‘em) 
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NEWS 


O’°THE 


MARKET 


VAN SELIG, former sales manager and director of 

the Gotham Silk Hosiery Co., who several months 
ago announced his retirement from the hosiery field, the 
youngest man ever to do so, announces the formation 
of the Interstate Hosiery Mills, Inc. 

This company, just organized, has purchased the 
Finery Silk Stocking Co., Inc., New York City, the 
Lansdale Mills, Lansdale, Pa., and the Brilliant Mills, 
Bloomfield, N. J. 

Interstate Hosiery Mills, Inc., starts with aggregate 
sales amounting to approximately $5,000,000. Mr. 
Selig is president. Harold D. Greenwald, formerly 
president of the Finery Silk Stocking Co., becomes vice- 
president and treasurer. Lawrence H. Greenwald, pres- 
ent secretary of Finery, will be secretary of the new 
firm and in charge of all production and manufacture. 

Executive and new sales offices will be opened shortly 
on Fifth Avenue; temporarily the headquarters will be 
at 173-179 East 87th Street, New York City, Finery’s 
present location. 

The policies of the three contributing organizations 
will not be altered. The Finery line, which is now na- 
tionally advertised, will be continued as a consumer- 
identified brand. 


XY 


Raynor Hosiery Mills, Inc., have bought all the seam- 
less hosiery machines from the Warwick Knitting Mills 
of Brooklyn, which increases production to a great ex- 
tent. The machines, the latest type of hosiery machines, 
making jacquard seamless golf hose for both boys and 


men. The Warwick Knitting Mills are going out of 


business. 
xy 


New York sales office of the Pyramid Hosiery Co., 
have been moved from 320 Fifth Avenue to 267 Fifth 


Avenue. 
Yy 


James H. Cook has taken over exclusive representa- 
tion for the Westcott Hosiery Mills in the State of 
California. Mr. Cook, who was formerly connected 
with the Richmond Hosiery Mills in a managerial ca- 
pacity in the Chicago district, is a very efficient merchan- 
dising man, thoroughly familiar with the hosiery field. 


Ky 


Approximately fifty hosiery manufacturers, coming 
from five States, convened at High Point, N. C., recent- 
ly and formed a temporary organization of the Southern 
Hosiery Manufacturers’ Association. Represented at 
the meeting were Tennesse, Georgia, North Carolina, 
South Carolina and Virginia, hosiery producers. 

Another meeting is to be held in the near future, at 
which time, it is hoped, the organization will be com- 
pleted. This meeting will be called upon request of a 
committee of six, which was assigned the duty of invit- 
ing manufacturers in other Southern States. 

The hosiery men remained in session over two hours. 
Newspaper men were barred from the meeting, but it 
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was stated by leaders of the movement that the time was 
taken up in discussion of common problems of the 
trade and methods of assuring the success of the pro- 
jected association. 

The election of officers was deferred until the perma- 
nent organization is perfected at a future meeting, which 
will probably be held in High Point. 

The purpose of the association as defined by its pro- 
ponents is to promote the interests of Southern textile 
men as a group and give them a bigger voice in the 


nation. 
xy 


Having purchased the hosiery mill at Sevierville, 
Tenn., formerly owned by the Charles H. Bacon com- 
pany, the Sevierville Hosiery mills, a new corporation, 
will begin at once the manufacture of hosiery, with an 
approximate production of 1200 dozen pairs a day. 

Officers of the new company are: T. J. Campbell, 
president and general manager; Judge A. M. Payne, 
vice-president; E. E. Connor, second vice-president ; 
Saunders Atchley, secretary and treasurer. 

General Manager Campbell has been with and will 
remain with the Charles H. Bacon Co. of Lenoir City 
and Loudon, dividing his time with Sevierville. 

The Sevierville plant has been idle for more than a 
year, the Bacon Co. having placed the mill on the mar- 
ket after work had been suspended. 


Edward S. Mitchell, Inc., specialists in ladies’ full- 
fashion chiffon hosiery, announce the appointment of 
Albert B. Smith as advertising manager. Mr. Smith, 
who has for some time been personal contact represen- 
tative for this organization, will continue in the same 
capacity in addition to assuming the new duties imme- 
diately. An expansion program with steady increases 
in production is under way at each of the mills solely 
represented by this office. They are supplying specialty 
jobbers and shoe chain stores throughout the entire 
country. 


xy 


Total production of all classes of hosiery in this coun- 
try during December was 4,454,294 dozen pairs, as 
against 5,430,447 dozen pairs produced in November, 
the Department of Commerce reports. The figures are 
based on reports made to the Department by 313 identical 
establishments, representing 392 mills, which produced 
approximately 66.1 per cent of the total value of hosiery 
reported at the census of manufactures, 1925. 

December production was also smaller than that in 
December, 1927, according to reports from 273 identical 
establishments, representing 344 mills. The total for 
December, 1928, was 4,076,808, and for December, 1927, 
4,482,488. 





NEW! 


FAIRY FORMS 
for Displaying Hosiery 


Their 
They 








new, breezy poise gets the eye and builds sales. 
are made of light and airy Fairylite which is finished in a 
beautiful flesh tint. Will not chip, sliver or peel and can be 


[ I ERE, at last, are Hosiery Forms with plenty of zip! 


“Ankle-ht” in shoe 


washed. Weighted in the toe to stand anywhere without “Calf-ne” Form with shee 
supports. 

An important feature of Fairy Hosiery Forms is the fact 
that they can be used to display shoes together with hosiery 
when desired. The foot is a standard 4-b last measurement. 


PRICES 
Fairy Forms for displaying women’s hosiery: 
“Ankle-hi” $1.75 a pair Open Top 
“Ankle-hi” 2.25 * “ Closed Top 
“Calf-hi” 4.50 “ 
“Ne-hi’ gq °* 
"Thi-hi” 9. ee 
“Calf-hi” for men’s hosiery $5 a pair 


Order from your jobber or send direct to 


Representatives Wanted 


SHOE FORM CO. Inc. Auburn, N. Y. 


FAIRY FORMS ARE PROTECTED BY AMERICAN AND FOREIGN PATENTS “Oalf-hi’’ Form 





“Ne-hi’’ Form 
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7 ouseees of the 
Boa last 









tional strength and 
beauty. 














The HOSIERY 
/ CHEST De Luxe 


to safely tuck away those many pairs of usually 
— hosiery. 


a Hosiery Chest they feel bet- 
ter because the Chest protects 
and properly cares for the 
many pairs. 

Then, too, the Hosiery Chest 
is a constant temptation. If 
its twelve neat compartments 


Women are vain about their 
hosiery—and a little ashamed 
are not filled, how natural for 
a woman to wish to add to 


l/ by sometimes of their extrava- 
gance. But when they have 
such an alluring storehouse. 


Ii/ 









mind her that your store has 
WT the exact shades she wears, 
admires and needs. 
The Hosiery Chest will be 
your silent salesman in her 
home. 


\ 





THE ROYAL-PIONEER 
PAPER BOX MFG. CO. 


1147-53 North 4th Street 
Philadelphia 
New York Office, 225 Fifth Avenue 
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No. 175 
Packed twelve to the car- 
_ -# on “ d at $15 a 


ke. 
proftable seller at $2 
eee We — many 





















inets im 
stock. Ask 
us for our 
catalog. 
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The Blue Line Hosiery Mills., Inc., have an original 
and practical color disc which they are showing their 
buyers. The new Bijou color disc is just like a game. 
“Spin the wheel and find your color” only on this wheel, 
by turning the inner disc, the store’s customer finds just 
the shade hosiery that looks best with her favorite 
color shoes. Generous swatches of the newest Bijou 







Leather swatches of 


stockings are on the outer disc. 
Grison of Paris, shoe shades are on the inner. A turn 
of the disc matches hosiery to the color shoes the cus- 
tomer has in mind. Thus the Bijou Color disc acts as a 
color card, showing all the Bijou shades, and a guide to 
fashionable footwear color. 


xy 


Both the Gotham Silk Hosiery Company and the 
Finery Silk Stocking Company have discontinued the 
practice of accepting returns of broken lots of hosiery 
from retailers. Last month both concerns announced 
that hereafter exchanges will be made only on sealed 
boxes with wrappers unbroken. In. the trade this move 
is regarded as the beginning of the curtailment of many 
services now rendered retailers by manufacturers and 
distributors. It is recalled that the new $1.25 retail all 
silk full fashioned number, recently introduced by 
Gotham and Paterson Mutual, are sold with certain re- 
strictions, including the prohibition of returns. 






xy 


Mrs. Edith F. Hatch, former fabric stylist for the 
retail shop of Jordan Marsh Company, Boston, has be- 
come stylist for the Brown Durrell Company, making 
her headquarters in the New York office of that concern. 
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N serving the retail merchant, the Boot and Shoe Recorder is in 

a position to give that counsel, guidance and selection that will 

enable him to evolve methods and select merchandise best cal- 
culated to assure success. 


[FE Boot and Shoe Recorder, through the Hosiery Section, is 

instilling in the minds of Shoe Merchants a consciousness of the 
fact that their public can best be served by the distribution of hosiery 
through the shoe store. 


E Shoe Merchant with his mind on profits which can be real- 
ized from the sale of hosiery is highly receptive and keenly inter- 
ested. 


RE you, hosiery manufacturers and distributors, awake to the 

possibilities of this fertile and lucrative market? Do you 

realize that before committing his orders, the merchant will analyze 
the authoritative merchandising information in the 


HOSIERY SECTION 


The retail shoe merchant will follow closely the succeeding issues 
with an eye ever alert for merchandise which meets his customers 
needs. Put your message before him when he is in the mood to buy. 


BOOT AND SHOE RECORDER, 239 WEST 39TH ST., NEW YORK, N. Y. 
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romilila 





ee be) 
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: “sa Intriguing interplay! Sheerness with shade—shade 
Sheerness {| Pestle rusian a. 


leg . . - But what part of the full alluring effect 


that meals @P Ss 4 is due to sheerness, what part to shade— therein 


lies the magic secret of Romilla color nuances. 

th @ shade ee | For Romilla knows it’s the sheerness that makes 
/ 7 od / = ] the shade! — and that the correct interplay of both 
on the skintone achieves chic as nothing else in 


hosiery can! A host of subtle Romilla shades to 
compliment your skin coloring await you at ever so 


Truth with ee punch ; many nice shops in your ncighborhood...In var- 


ied styles, modestly priced for day-after-day wear. 


— the keynote of Miller Hosiery Co., Inc., 350 5th Ave, New York. 


Romilla consumer | ee 
ge fF It’s The Sheerness That Makes The Shade” 
advertising...an | PB ge 


meri tatotant teeta dabaanied that (Ghe ROMILLA Full-page Advertisement in VOGUE, March 16th) 


260 EVR NR Fal 





or BIE + 


oF ET 
ee 


tells and sells your customer in a flash. The Romilla 
line of “Features at Popular Prices”... Romilla 
advertising ... Romilla 7- point franchise... Romilla 
dealer helps—display cards, mats, movie slides, bul- 
letin-frames, and other special helps—are compelling 
reasons why progressive merchants make Romilla 
their major hosiery line. Write today for folder 


and color card that give the complete Romilla story. 


MILLER HosiERY COMPANY, wc. 
330 FIFTH AVENUE, NEW YORK 


MILL at Bethayres, Penn.— Complete Stock also carried at: — 
North American Bldg., CHICAGO, 51 Fremont St., SAN FRANCISCO 
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